





arch 26, 1960 
th Year, No. 13 


HoNATIONAL UNDERWRITER 


—The National Weekly Newspaper of Life and A&S Insurance— 30¢ a copy 
Published weekly (with two eat Gee Sorby} ot ans We fackson Bled., Chicago 4, Mlinois. $7.50 a year 
——— 








oncern Over Association Group 


Jominates NALU Midyear Meeting 


By ROBERT B. MITCHELL 


LOUISVILLE—Concern over certain 
industry trends—mainly the expansion 
of association mass 
coverage plans— 
was the, dominant 
theme at the mid- 
year meeting here 
of National Assn. 
of Life Underwrit- 
ers. 

At the same 
time, a realization 
of the seriousness 
of this state of af- 
fairs seems to have 
inspired all hands 
to renewed efforts 
0 bring back the “togetherness” that 
ormerly characterized the relation- 
ship between the agency forces on the 
pne hand and the home offices on the 
other. 

How seriously NALU regards the 
present situation can best be judged 
rom statements that President Wil- 
iam S. Hendley Jr. made at the ses- 
sions of the national council and the 
Froup committee. 

Said Mr. Hendley to the council: 
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ore OASI Benefits 


It is reported the administration: de- 
ided at a cabinet meeting this week 
ot to propose a plan for health insur- 
nce on beneficiaries under OASI. By 
us removing the pressure on the 
mocrats to beat whatever the Re- 
ublicans sponsored, the Forand bill, 
tis understood, at least temporarily is 
talled in the House ways and means 
ommittee. 

Secretary Flemming of the Depart- 
ent of Health, Education & Welfare 
old the House ways and means com- 
ittee that the administration opposes 
} “compulsory health administration.” 
| He said the administration has been 
Investigating “the feasibility of a pro- 
Bram that would help accelerate rath- 
tr than impede the present voluntary 
approach” to the problem of medical 
fare of the aged. 


Gives Guiding Principles 


Mr. Flemming listed guiding prin- 
riples the administration is using in 
ts approach, including: All aged per- 
sons should be eligible under any pro- 
pram, private health insurance be not 
interfered with, and “that there 
should be available to the aged, par- 
cularly in the low income groups, 
protection against the economic con- 
fquences of catastrophic illnesses.” 
He said the administration has been 
sidering methods of relating to his 
(CONTINUED ON PAGE 27) 





“If my observations during the past 
six months have taught me anything, 
it is that we face a greater aggregation 
of unsolved major problems than ever 
before in my memory—for instance, 
such problems as jumbo group limits, 
the Keogh bill, the Forand bill and 
other unwarranted expansions of so- 
cial security, and most important, the 
conviction on the part of a large seg- 
ment of career of life underwriters that 
if lateral extensions of group insurance 
are not curtailed, the agency system 
will be seriously impaired. 

“In the past several months I have 
been almost continuously in the field 
speaking to groups ranging from 39 to 
1,200 all over the United States. I 
have spent many hours with associa- 
tion wheelhorses—the leaders of our 


field forces—and I can say to you 
that it is their considered and unani- 
mous opinion that unless the promis- 
cuous writing of group insurance in all 
of its various and diverse forms is 
stopped there will be even greater 
discord between the field forces and 
the comrganies. In addition, it is the 
opinion of the field forces that the 
overemphasis on group is furthering 
the concept of ‘buy term and invest 
the difference’ and is thereby fanning 
the flames of inflation. 

“The institution of life insurance as 
we have known it is being put to the 
acid test. We must rally our resources 
right now to help stop inflation dead 
in its tracks—to save the indispens- 
able services rendered by the career 

(CONTINUED ON PAGE 26) 





Agents Exaggerate Earnings In Pilot 
Study; Wider Study Held Impractical 


LOUISVILLE—A pilot study of 
agents earnings showed that there was 
sO much exagger- 
ating of their earn- 
ings by so many of 
the respondents 
that a nationwide 
study would have 
no value. 

This was the re- 
port of the com- 
pensation commit- 
tee given by 
Chairman Benja- 
min D. Salinger, 
general agent of 
Mutual Benefit 
Life in New York City, at the mid- 
year meeting of NALU here. 

The reason for embarking on the sur- 
vey project was that some years ago, 
when section 213, the expense limita- 
tion provision of the New York law, 
was liberalized, the insurance super- 
intendent refused to take into consid- 
eration a survey made by New York 
State Assn. of Life Underwriters in- 
dicating that section 213 was keeping 
agents from receiving a fair rate of 
compensation. He held that the survey 
had not been conducted in a way to as- 
sure reliability, but he said he would be 
willing to consider further liberaliza- 
tion of section 213 if a reliable survey 
of agent’s earnings showed it to be 
warranted. 

The committee first faced the prob- 
lem of who should make the survey. 
Obviously it had to be done by an 
organization with ample experience 
and prestige in the field of statistical 
surveys. Also, it had to be one with- 
out bias in point of view as between 
field men and the companies. Prefer- 
ably it should have some knowledge of 
the whole background of agent com- 
pensation. 

The Elmo Roper organization was 
chosen. Its understanding and interest 


a) 





B. D. Salinger 


in the study was enhanced by the 
fact that Mr. Roper had at one time 
been a life agent. The organization 
proposed doing a pilot study that 
would then be checked back for ac- 
curacy so as to determine whether 
the replies were sufficiently valid to 
warrant a full-scale survey. 

The second question was financing, 
and a group of life company execu- 
tives supplied enough money so that 
only part of the NALU appropriation 
had to be used. 


Personal Interviews Used 


The pilot study was conducted by 
personal interviews with full time 
agents of the participating companies, 
which furnished random lists of agents 
in the territory in which the study 
was made, excluding agents with few- 
er than five years in the business and 
also excluding members of the Million 
Dollar Round Table. The names were 
known only to the Roper organization, 
and in order to validate the accuracy 

(CONTINUED ON PAGE 27) 


Schriver Calls For 
High-Level Parley 
On Controversies 


Field-Home Office Discord 
Best Dissipated In This 


Way, NALU Midyear Is Told 


LOUISVILLE — Recommendation 
that agents’ associations and companies 
seriously consider 
a high-level con- 
ference to jointly 
explore the vari- 
ous reasons and 
causes for contro- 
versial industry 
actions and 
changes was made 
here by Lester O. 
Schriver, exec- 
utive vice-presi- 
dent of National 
Assn. of Life Un- 
derwriters, at the 
midyear meeting. 

In a report to NALU’s national 
council, he declared that “the appoint- 
ment of such an industry committee 
would in itself breed confidence and 
produce a tranquilizing effect.” 

“Its findings would serve as a guide 
to a new procedure which I believe 
would dissipate the smog, and make it 
possible to again breathe the clean, 
clear air of mutual confidence, and re- 
establish a new era of company-agent 
cooperation. 


Each Is Indispensable 


“For let us never forget that we are 
all members of one body, each essen- 
tial and indispensable to the whole. 
To our field men I would say our 
companies constitute the vehicle 
through which our promises to our 
clients are kept. I would see every 
agent proud of the company of his 
choice, and that pride should be crys- 
talized into loyalty. 

“To our companies I would say that 
whatever changes may occur in our 

(CONTINUED ON PAGE 27) 
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Newly elected members of LIAMA’s Agency Management Conference com- 
mittee gather at conference meeting in Toronto. From left are Paul Dumas, 
Alliance-Mutual Life; Brice F. McEuen, Lamar Life; H. E. Whitley, Stand:rd of 
Oregon; Arnold Berg, Indianapolis Life, and Hal D. Wallace, Monarch of Canada. 





Casting himself both as the “devii’s 
advocate” and the defending agent in 
in his NALU 
agents forum talk 
at the Louisville 
midyear meeting 
of NALU, Harry 
K. Gutmann, Mu- 
tual of New York, 
New York City, 
president of the 
New York State 
Assn. of Life Un- 
derwriters, clever- 
ly breught out 
both sides of the 
principal develop- 
ments that are troubling the agents. 

He introduced his debate with the 
devil’s advocate by saying that the 
ccmpzinies are not out to do the agents 
in but at the szme time “I cannot 
escape the conclusion that we are 
going to be hurt in the transit ‘on, in 
the marketing changes, call them evo- 
lutionary or revolutionary as you 
please, that are sweeping over our 
economy and our own industry.” The 
agent will survive, of course, he said 
but “this is a time for each agent to 


ALC And LIA Protest 
Reopening Veterans 
Eligibility For NSLI 

WASHINGTON—Bills under con- 
sideration by the House veterans af- 
fairs committee which would reopen 
the eligibility of veterans for National 
Service Life Insurance and _ permit 
veterans to add accident doubie in- 
demnity coverage to existing policies 
have again been opposed by American 
Life Convention and Life Insurance 
Association this time in a statement 
submitted to Rep. Baring, chairman 
of the committee’s insurance subcom- 
mittee. 

The two associations recalled the 
historical pattern of consistent rejec- 
tion by both the legislative and exec- 
utive branches of federal government 
of post-service insurance for able-bo- 
died veterans. This pattern should be 
changed only for the most compelling 
reasons, and these reasons have not 
been advanced, the statement said. 





Harry Gutmann 





Original Purpose Achieved 


The statement emphasized that the 
original purpose of providing govern- 
ment coverage for servicemen has 
been fully achieved with respect to 
veterans of past service, and Congress 
has consistently concurred in that con- 
clusion, particularly in connection 
with its 1956 termination of the privi- 
lege of all veterans to obtain govern- 
ment insurance. 

“The issue raised by the proposed 
legislation,’ ALC and LIA stated, “is 
not a matter of the veteran being un- 
able to secure good and reasonable 
insurance coverage. The life insurance 
companies are eminently capable of 
meeting the insurance needs of all 
able-bodied veterans and doubtless are 
already serving a great number of the 
very veterans who would come with- 
in the scope of these bills. Reestab- 
lishing eligibility at the present time 


would constitute a reversal of the 
earlier congressional determination 
that there is no longer a need or sound 
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Gutmann Has The Devil Of A Time 
In His Talk At NALU Agents Forum 


become a ‘critical realist’ in his ap- 
praisal of his own relationship to his 
own company and to his own clientele- 
market.” 

Here is Mr. Gutmann’s one-man de- 
bate: 


Devil’s advocate: “I don’t know what 
you fellows are so worried about. Our 
business is flourishing as it never has 
before. Most of you agents are making 
more money than you’ve ever made in 
your lives, you’ve got more prestige 
with the public than you’ve ever had, 
you’ve got pensions building up and 
service fees and all sorts of fringe 
benefits. Why don’t you get smart and 
stop crying in your beer?” 


Rejection Of Bills 
To Liberalize NSLI 
Urged By NALU 


WASHINGTON—National Assn. of 
Life Underwriters, in a statement sub- 
mitted to the subcommittee on insur- 
ance of the House veterans affairs 
committee, has urged the subcommit- 
tee to reject a number of bills before 
it which would reopen the sale of Na- 
tional Service Life Insurance for a 
one-year period to upwards of 14 mil- 
lion veterans. 

NALU opened its statement by 
pointing out it has always agreed “that 
it is completely proper for the govern- 
ment to provide, at the taxpayers’ ex- 
pense, a low-cost program of life in- 
surance for veterans whose insurabili- 
ty has been impaired by reason of 
military service. 





No Necessity Or Justification 


“However,” the statement continu- 
ed, “we are equally emphatic in our 
belief that there is not the slightest 
necessity or justification for the gov- 
ernment to compete with the taxpay- 
ing private life insurance companies 
and agents in providing life insurance 
protection for those veterans whose 
insurability has not been impaired as 
a result of service-connected disabili- 
ties. Moreover, we completely fail to 
see how such veterans can honestly 
feel that they are entitled to this spe- 
cial treatment. Like the rest of the 
civilian population these veterans can 
readily buy their insurance from pri- 
vate companies at extremely reason- 
able rates, and should be expected to 
co so.” 

The statement noted that the sub- 
committee shared these views in 1953, 
1955 and 1958 and that the same stand 





Cevil, we can’t disagree with that. 
Most of us are doing pretty well and 
making better livings than we ever 
thought we would. That’s why we are 
concerned with what’s going on. 

“You can’t blame us for trying to 
protect our success. No one wants to go 
backwards or even stand still. We’re 
afraid that some of the things you’re 
doing will rob us of our markets, not 
entirely, of course, but enough to hurt 
substantially. 


Career Agent Being Huri 


“We feel sincerely on the basis of 
our present every day selling experi- 
ences that the spread of mass cover- 
ages is proving injurious to the career 
agents; that we are losing normal 
sales because group is being sold to- 
day where it was never sold before 
and in amounts that we never thought 
we'd have to compete against. 

“You know that group is being used 
for ‘buy and sell’ agreements, for stock 
retirement and key-man, for estate 
tax purposes and for all manner of 
sales that it was never intended. You’re 
really competing with your own agents 

(CONTINUED ON PAGE 17) 








Dr. Huebner And His 
Biographer At Recepij 






SUBJECT AND AUTHOR—Dr. §, 5 
Huebner, insurance professor emerity, 
of the University of Pennsylvania ay 
president emeritus of Amer‘can (4) 
lege, chats with Mildred Stone, staf 
assistant to the president of Mutu 
Benefit Life and author of Dr. Hub! 
ner’s biography, “The Teacher Wh 
Changed an Industry.” Picture wa 
taken during a pre-luncheon receptioy 
in New York, honoring Dr. Huebne 
on his 78th birthday and the publica 
tion of his biography. 





AT NALU AGENTS FORUM 





Occidental V-P Tells 
Position On Mass Sales 


LOUISVILLE—The prediction that 
the trend in direct writing of life in- 
surence will be re- 
stricted “to the 
very large mass 
Coverage cases 
which have been 
in force many 
years,” was made 
by Clarence H. 
Tookey, actuarial 


vice-pr2sident of 
Occidental Life of 
California, at the 
agents forum of 


the NALU mid- 
year meeting here. 
Mr. Tookey declared that “the group 
market is relatively saturated today 
and there are scarcely any large cor- 
porations which have not had group 
insurance for a decade or more. 

“In most cases,” he noted, “the 
original commissions payable on these 
large cases went to a few large broker- 
age concerns or to general lines brok- 
ers. Only a small fraction went to the 
full-time life underwriter.” 


Clarence H. Tookey 


tween many field men and companie 
writing mass coverage, said Mr. Took- 
ey, are primarily concerned with larg 
amounts of group on individual live 
and the extension of group or “whole- 
sale” to persons other than the en- 
ployes of a single employer. 

“At present there is a strong public 
demand for large amounts of group 
life insurance largely because of the 
federal income tax advantage in that 
premiums are not considered income 
to the individual,” he said. 

“Now this may not be to the public 
interest in that it favors the high 
income group. However, does it differ 
in any respect from the minimum 
deposit individual policy under which 
an individual in the 50% income tax 
bracket pays a net 244% on a policy 
loan, whereas the insurance companies 
dividend formula allows 4% on thé 
reserve?” 


Enough To Pay For Term 


“The 1-1144% difference is enough t 
pay his term insurance cost. Is thi 
not as adverse to the public interest ay 













(CONTINUED ON PAGE 27) The real points of controversy be- (CONTINUED ON PAGE 23) 
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Figures From Companies’ 1959 Year-End Statements 
Increas2 Surplus to New Ins. in Increase Prem. a 
Total in Policy- Bus. Force Dec. in Ins. Ticome 7 
Assets Assets holders 1959 31, 1959 in Force 1959 19 
$ $ $ $ $ $ $ 
American National ...............00 807,471,765 RS) ra 1.217,109,586 5,020,795,323 509,908,895 114,172,327 30,261.08 
Bankers Life & Casualty 157,666,337 BOTS AGE —secccscveceeess 182 669.0F8 732,489,925 207,796,555 139,472,123 85 aaa 
BOSTON BEUtUAl . .....ccccccercscosseee 66,632,394 3,227,707 4,854,996 130 473,221! 434,024,853 68,035,352 12,053,740 255376 
Imperial Life, Canada .... 272,955,084 16,560,823 3,658,387 152,691,037 1,156,704,570 96,679,732 30,356,032 1399 24 
Lincoln National Life ...... 1,418,018,196 60,370,457 175,449,839  1,534,630,025 9,830,363,210 645,442,488 297,196,314 ay "Ms 
National Old Line ................ 38,433,034 6,386,990 7,127,631 76,675,461 433,265,599 42,753,527 9,022,822 7319 95! 
North American L. & C. .... 38,920,107 4,526,129 3,653,983 155,697 459 944,352.475 134,806,705 17.181,081 "330,010 
Northeastern Life ........... 10,576,059 1,011,483 2,090,573 77,566,492 746,362,446 39,205,225 14,992,9 0 37908 5% 
Occidental, Cal. ...... 750,725,803 60,572,014 95,943,594  1,659,683,034 9,049,421,5°8 1,050,238,883 215,793,874 1 rent 
Piedmont Southern ws 40,876,192 8,325,904 113,378 101,723,054 340,676,910 : 25,790,956 7,785,06 . "984163 
Prudential _................. .. 15,658,962,776 937,190,264 942,977,570 10,143,444,087 76,874,336,111 6,350,143,796  2,143,761,000 1 3: ro 
Savings Bank Life .... 73,211,133 7,793,526 6,047,856 52,342,375 397,966,959 39,609,532 11,541,620 930131" 
Security Life & Trust 83,305,997 9,383,925 11,472,969 390,863,623 1,118,280,582 147,142,829 19,734,993 "929385 
oe Rae 3,193,564,291 120,710,685 399,329,204 2,679,857,517 25,172,367,531 2,124,800,065 294,741,486 we 
Union Labor Life 36,451,684 1,630,532 2,900,514 55,668,454 1,072,606,659 23,627,070 45,846,073 899, 
New business excludes revivals and increases except as follows: ' $7,101,202; * $36,251,294. 
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LIFE INSURANCE EDITION 


The Equitable Life of Max Schneid 
in Jersey City, N. J. 


et nnaeneiicoas 











Max (“Mac”) Schneid, CLU, sits for Usually he’s on the go. Active in Red His hobby is his family. He’s proud of 
this royal treatment. At hand: wife Cross work, with Helen. Mac is with Carolyn who is now attending New York 
Helen. At foot: daughter Carolyn. the Johnston Agency, Newark. University, College of Medicine. 









Admirer: He and Helen work together Worships, works, and lives in Jersey Mac used to practice law. But no 
in community activities. But in painting City. Educated at Columbia University more. Thinks selling is more rewarding. 


she works alone; he superintends. and at Brooklyn Law School. More fun. Has many lawyers as clients. 





wf 





Good friend is Jersey City Commis- Another client, Curtis Lion, President Painting awarded for being Agency 
sioner James E Murray, Jr. Mac is of Seal Fluff, Inc., shows Mac elec- “Man of the Year,’ 1955. “Honor Agent” 


active in Hudson County L.U.A. tronic quilting process for plastics. for N. Y. metropolitan area, 1959. 


THE Equitable 


wink Equitable. Living Insurance is more LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


than a need...it’s a career! Home Office: 393 Seventh Avenue, New York 1, N. Y. oi080 
See David Wayne, Judith Anderson, Eddie Hodges, and Neva Patterson in ‘“Millionaire’s Mite” on OUR AMERICAN HERITAGE, Sunday, April 10, nec-TVv 


A Man’s Prestige somehow goes hand in hand 
with the prestige of the company he represents. 
This is why Mac is proud to be a life underwriter 





LAA EASTERN ROUND TABLE 
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Consumer Understanding Of Life 


Insurance Still Limited: Shaw 


When the average consumer’s fami- 
liarity with life insurance is compared 
with what he knows about various 
automobiles and television sets, and 
when a comparison is made between 
the annual total premium dollars and 
expenditures for less essential goods 
and services, the industry gets some 
idea of how limited on the whole is 
the public’s knowledge of life insur- 
ance and the kind of fight the life 
‘business has on its hands in the years 
ahead. 

This was the estimate of the sort 
of challenge today facing the life in- 
surance industry and its communica- 
tions arms offered by Lewis A. Shaw, 
public relations manager of Massachu- 
setts Mutual, at the eastern round 
table of Life Insurance Advertisers 
Assn. in Washington, D.C. 


Generalities And Specifics 


In a plea for advertising that dealt 
less with generalities and more with 
specifics, Mr. Shaw said that, in the 
general sense, “The communications 
and promotional efforts of a life in- 
surance company should be directed 
towards developing better public un- 
derstanding of the company’s opera- 
tions and policies, building prestige 
and good will, increasing sales, and 
helping to educate the public as to the 
value of life insurance and the serv- 
ices its renders.” 

But these generalities, Mr. Shaw 
added, should be related to such speci- 
fics as, ‘‘Who are our various publics? 
What are we already doing in each 
of these areas? What are our strengths 
and weaknesses? Where should we first 
direct our attention? Do we have a 
plan of action with stated goals? Do 
we continually analyze and evaluate 
our program so that we are realizing 
the most effective results for the com- 


9 


pany as a whole? 
Competition Never So Intense 


In a look at the challenges and 
problems of the coming years, Mr. 
Shaw said, “Competition for man’s 
mind as well as his pocketbook was 
never before so intense. The need is 


for more than a routine approach. 
Our efforts should be both imagina- 
tive and stimulating. The emphasis 
should be on greater understanding 
and two-way communications. We are 
faced with the great power of public 
opinion, and we should ask ourselves if 
we actually help mold this opinion or 
merely give voice to events and trends 
that are already taking shape. We 
must know how ideas are formed and 
how action is motivated. 

“The whole field of business com- 
munications needs to be humanized. 
Too many releases, reports and pub- 
lications stress bricks and morter rath- 
er than human beings. I urge you to 
get out and live with your publics 
as often as possible so that we may 
better relate their thinking and prob- 
lems to ours. We have a tremendous 
story to tell, and it can best be ex- 
pressed in terms of people rather than 
cold, iinpersonal statistics,’ Mr. Shaw 
said. 


Responds To The Right Program 


Blake T. Newton Jr., executive vice- 
president of Institute of Life Insurance, 
in part going along in the same vein 
as Mr. Shaw, said that while the pub- 
lic doesn’t necessarily voice its de- 
mands for something it wants and 
needs, it will respond to an education 
and sales program that points out with 
conviction and clarity the role of life 
insurance in the future well-being of 
the family. This is especially true 
when the message comes from an in- 
stitution that has earned public ac- 
ceptance and confidence.” 

As one such message, Mr. Newton 
pointed to the institute’s current ad- 
vertising campaign which highlights 
the unique contribution life insurance 
can make to a family’s financial plan- 
ning. 

Mr. Newton said that life insurance 
has achieved great breadth but today 
must concentrate on developing much 
greater depth, that while the life busi- 
ness cites annual reports relating to 
new purchases and amounts of life in 
force, these are really being boosted by 

(CONTINUED ON PAGE 20) 
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For three straight years, Life of Georgia has used outdoor 
advertising to successfully promote its sales program. During 
1960, over 3200 outdoor billboards in full color will tell the 
Company’s story in 246 Southern communities. 


> 
7 


on the Zo with... 


~~ OUTDOOR 
=“ ADVERTISING 





INSURANCE 


LIFE COMPANY 
or GEORGIA 


SERVING THIS FAST-GROWING 





REGION SINCE 1891 





March 26, jem 


h 26. 





— 





Equitable Society Has TV Series Preview||(—_— 










Equitable Society held a special closed circuit TV preview in color in varig, 
parts of the country during the week preceding the March 20 showing of i 
latest production in the company’s hour-long TV series—“Our Amerieyl 
Heritage.” Since the show, titled “The Autocrat and Son,” dealt with the life gf} 
the great jurist Oliver Wendell Holm:s, in addition to insurance people, a lary, 
number of lawyers and judges were in evidence at the preview. Equitat 
Society local contingent at the Chicago showing included (above from lef 
Walter L. Gottschall, field vice-president north central department; Warren y 
Woody, manager, C. F. Reem, cashier; Dr. Leonard D. Lewis, senior medical re 
eree; Neil M. DeVries, division director, and Llewelyn Owens, manager. 


NALU MIDYEAR MEETING 


Group Committee Against Aiding 








Jumbo Coverage Tax Shelter 


LOUISVILLE—In spite of eloquent 
opposition from NALU Past President 
Judd C. Benson, 
Union Central, 
Cincinnati, the 
group committee 
of NALU voted 
unanimously at the 
midyear meeting 
here to retain in 
its report a recom- 
mendation that 
NALU should not 
oppose any action 
that may be taken 
by the Treasury or 
Congress to tax 
group term life insurance premiums to 
employes on that portion of coverage 
above some “reasonable amount” such 
as the limit set in the National Assn. of 
Insurance Commissioners 20/40 form- 
ula. 

Later, a motion by Mr. Benson on 
the floor of the national council to rec- 
ommend that the committee delete 
that portion of its report failed by an 
overwhelming majority, though not 
until there had been prolonged discus- 
sion. 

Had To Use Ballroom — 


At the committee session, which was { 


so heavily attended that it had to be Levering Ca ' right 


held in the ballroom instead of the 
‘INSURANCE STOCKS 


on jumbo group limits and went on t 
say: 
“Under the circumstances we be, 
lieve we are left with no choice othe 
than to agree that if the writing o 
jumbo group coverages on individ 
lives can be effectively curbed at all] 
this will be done only if the presen 
favorable federal income tax treat: 
ment of group term life insurance 
premiums is materially changed. 

“In this connection, there can bh 
little question that the present tay 
treatment of these premiums produce 
inconsistent and discriminatory results} 
among taxpayers. ... 

“Moreover, the federal income tax 
shelter is probably largely responsible 
for the’ discrimination frequently 
found in the amounts of coverage pro- 
vided for employes of the same em 
ployer where the amounts of coverage 
provided for highly paid executives 
are disproportionately large relative ti 
the coverage provided for rank-an¢- 
file employes.” 

What the group committee has it 
mind would depart from the Canadian 

(CONTINUED ON PAGE 25) 








David B. Fluegelman 





originally scheduled location, the 
printed committee report, with a cou- 
ple of minor changes, was adopted un- 
animously by the committee members 
present and was endorsed by nearly 
all of the audience. An expression of 
sentiment had been asked by Chair- 
man David B. Fluegelman, Connecti- 
cut Mutual, New York City. 

Mr. Fluegelman emphasized that the 
proposal to abstain from opposing leg- 
islation to tax jumbo group repre- 
sented a change in approach from the 
committee’s previous strategy of seek- 
ing restrictive legislation in the states 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 
Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CG1475 











with the group companies’ cooperation. You may telephone orders collect. 





The committee report cited the lack 





of success the committee had had in 
trying to get group insurers to agree 
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Life [nsurance Compames 


interested in offerin ie... 


Variable Dollars 


Life Insurance companies planning to offer a Variable Annuity or Mutual 
Fund shares will find the unique services of Kalb, Voorhis & Co. unusually 


interesting. 


This New York Stock Exchange firm maintains a branch office in Washington, 
D. C., devoted exclusively to the creation of sales training programs and sales 
aids for the Mutual Funds and for those offering Mutual Fund shares to the 
public. All materials are prepared in compliance with the SEC’s Statement of 
Policy. 


The wealth of knowledge acquired over the years, as the result of this speciali- 
zation, has been tapped by life companies who have entered the variable dollar 
field in one form or another. These companies have turned to Kalb, Voorhis 
for the creation of training programs, for advertising matter and for sales aids 
that comply with the intricate rules and regulations governing such matters. 
They have made use of many of the currently available aids and materials that 
have been employed with outstanding success by the investment industry. 
Skilled staff members have devised basic plans for and guided the actual crea- 


tion of new Mutual Funds as well. 


Your inquiry will be treated with confidence and with intelligent interest. 


FERD NAUHEIM, Partner 


KALB, VOORHIS & CO. 


Members: N. Y. Stock Exch.—American Stock Exch. (Assoc.) 
1037 Woodward Building, Washington 5, D. C. 


REpublic 7-2424 
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ALC Official Sees 
Keogh Bill Passage 
With Modifications 


COLUMBUS—Congress will prob- 
ably pass and the President will ap- 
prove a Treasury- 
modified version 
of the Keogh bill 
to permit self-em- 
ployed persons to 
set up tax defer- 
rable retirement 
plans, Glendon E. 
Johnson, associate 
counsel of Amer- 
ican Life Conven- 
tion, told a meet- 
ing of the Inter- 
professional group 
of this city. He 
also said developments in Washington 
indicate the Internal Revenue Service 
probably will issue regulations per- 
mitting professional groups and similar 
self-employed associations with re- 
tirement plans to be taxed as cor- 
porations under the internal revenue 
code. 

Chances To Cooperate 

These two prospective government 
actions, Mr. Johnson said, will afford 
many future occasions for life insur- 
ance, legal, accounting and bank- 
trustee cooperation in providing pro- 
fessional advice and services to clients 
in the management of their retirement, 
estate and tax problems. 

Mr. Johnson emphasized that the 
House-approved Keogh bill will be 
subjected to extensive modifications, 
which are expected to be recommended 
by the Treasury. 

As the bill now stands, he pointed 
out, self-employed persons would be 
allowed to defer income taxes on 10% 
of their annual income up to a $2,500 
limit, to be set aside in special retire- 
ment plans, with a lifetime limitation 
of $50,000. Persons over 50 years of 





Glendon E. Johnson 


HeNATIONAL UNDERWRITER 


NALU Committees Favor Backin 


age would be allowed to deduct an 
additional 1% of income a year for 
every year they were over 50. 

Such funds could be invested in a 
restricted, non-assignable retirement 
policy issued by a life company (but 
not in a term contract) endorsed as a 
restricted retirement policy. The funds 
could also be placed in a restricted 
retirement trust established for the 
exclusive benefit of one or more self- 
employed individuals, with a bank as 
trustee, or the funds could be _ in- 
vested in face amount certificates as 
defined in the investment company 
act of 1940. Funds withdrawn prior 
to retirement would be included in the 
taxpayer’s gross income and subject to 
a penalty tax. 


Predicts Extension 


However, Mr. Johnson emphasized, 
“it is highly probable that the depart- 
ment will come up with a proposal to 
extend the provisions of section 401 
of the internal revenue code to the 
self-employed. This would permit the 
self-employed to be treated as em- 
ployes for purposes of establishing 
qualified pension plans, so long as they 
extend the benefits of such plans on a 
non-discriminatory basis to their own 
employes on the same terms as now 
govern qualified corporate retirement 
plans. 

“It is also rather obvious that 
Treasury will propose additional limi- 
tations to such plans, and it is entirely 
possible that Treasury will take this 
opportunity to propose the extension 
of these limitations into the area of 
corporate pension plans. There is at 
present a rough rule of thumb per- 
mitting over-managers of corporate 
entities, under pension plans covering 
their employes as well, to finance 
benefits for themselves up to approxi- 
mately 50% of the total amount con- 
tributed to the plan by the corporation. 

“It seems quite likely that the Treas- 
ury will propose some similar percent- 
age figure if the self-employed are 
permitted to participate in retirement 
plans. Special problems exist in fixing 





DEMOCRACY IS NOT 


A PARTY .. 


..IT'S A WAY OF LIFE! 


ALL AMERICAN LIFE & 
CASUALTY COMPANY believes... 


“You should have policies designed to meet the WANTS of your prospects.” 


Why not investigate NOW one of the most talked about 
companies in America and learn the startling facts about 
Democracy in action—through the outstanding contracts 
and policies of All American Life & Casualty Company. 
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WRITE: 

Mr. E. E. Ballard, President 

All American Life & Casualty Co. 
All American Blidg., 505 Park Place 
Park Ridge, Illinois. 


AMERICAN 


CHICAGO, ILLINOIS: 


PARK RIDGE, ILLINOIS 





Expected Successor To Keogh Bil 


LOUISVILLE—After lengthy in- 
dividual and joint deliberations at the 
midyear meeting here of NALU, the 
committees on agents activities, field 
practices and federal law and legisla- 
tion agreed to back the expected suc- 
cessor to the Keogh-Simpson bill that 
the Treasury has prepared—or any 
other federal legislation that will ex- 
tend to the self-employed, sole pro- 
prietors and partnerships a_ federal 
income tax treatment no less favor- 
able than that now accorded to the 
employes and owners of corporations 
in setting up pension plans. 

In so doing, the committees rec- 
ommended withdrawing support of the 
Keogh bill and in addition they urged 
that a definitive study be made of 
group coverages in those areas. 


New Bill Still ‘Unofficial’ 


What took most of the deliberation 
time was the difficulty of deciding on 
what stand to take on a bill that was 
not yet officially in existence and 
whose provisions were known only un- 
officially and possibly not entirely 
accurately. 

Nearly all the discussion centered on 





where the self-employed per- 
son has only a limited number of 
employes and some arbitrary maxi- 
mums and minimums will probably 
have to be established. 

“There is considerable evidence that 
such a proposal on the part of the 
Treasury will be acceptable both to 
the Congress and most of the profes- 
sional groups and associations rep- 
resenting the self-employed.” 

Turning to the probable finalizing 
of the newly proposed IRS ruling on 
the tax status of professional and self- 
employed association retirement plans, 
Mr. Johnson pointed out that the 
IRS has changed the original position 
it took following the Kintner case. In 
that case, federal courts had held that 
a Montana association of physicians 
should be treated as a corporation for 
purposes of its pension plan. The 
Treasury refused to follow this case 
or recognize any type of pension 
plan which resembled it. 


limits 


Treasury Reversed Its View 


In the newly proposed ruling, how- 
ever, the Treasury reversed: its views, 
and now “there is little doubt that the 
service intends to permit such associa- 
tions to be taxed as corporations for 
all purposes of the code,” said Mr. 
Johnson. 

‘When the Internal Revenue Service 
first announced the proposed regula- 
tions, many in Washington viewed it 
as a countermove against the Simp- 
son-Keogh bill. There is no doubt that 
the regulations would remove some of 
the pressures for passage of the bill, 
but since the Treasury now seems 
bent on proposing modification of the 
Simpson-Keogh bill, their purpose 
may be to develop a consistent ap- 
proach to the retirement plan area 
generally.” 


Columbus Mut. Has Mail Campaign 

Columbus Mutual Life has inaugu- 
rated a new direct mail campaign of 
pre-approach letters. Each letter is 
individually typed and agents sign 


them personally. The entire program 
costs the agent ten cents per letter, 
including postage. 
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the possibility that the new bill mig) 
permit writing the coverage on a may 
basis. The Keogh bill apparently woul 
permit this, though this possibility Wa 
not considered when NALU original; 
endorsed the measure. Consequent) 
the committees were torn between py) 
wanting to support a bill that mig) 
also permit the writing of mass qq. 
erages and not wanting to offen; 
potential participants in the Keog, 
bill or its successor by withdrawn 
support that NALU had previous) 
given. 

D-cided Against A Delaying Aciion 


One suggestion was that NALY; 
general counsel be instructed, in th 
event a new bill seemed likely to 
enacted with a mass coverage provi. 
sion, to try to get action delayed jr 
Congress until the proposed factual 
study of association mass coverage 
could be completed and used for the 
guidance of members of Congress, 

However, this proposal for a ¢e. 
laying action was discarded, though 
the recommendation for a definitive 
study of mass coverages was retained. 

There was keen interest in the 
Treasury-sponsored successor to the 
Keogh bill. It is reported to provide 
for a more liberal ceiling on deduc- 
tions in some _ situations than the 
Keogh bill. The latter would permit a 
10% deduction, subject to a $2,500 
maximum, for contributions to speci- 
fied types of pension plans or policies, 

The new bill would provide that on 
a non-discriminatory plan like “ap- 
proved” corporate pension plans, an 
even larger amount could be excluded 
from the taxpayer’s income, provided 
that not more than 30% of the annual 
contribution were for the benefit of the 
owners. 


Northwest Sales Congres; 
Scheduled For April 4-6 


Four top speakers are on the agen- 
da of the annual Northwest Sales 
Congress which will be held at Spo- 
kane April 4, Seattle April 5, and 
Portland April 6. They will be James 
E. Rutherford, vice-president in 
charge of the Chicago regional home 
office of Prudential; James B. Rowe, 
Charlotte, N.C., general agent of John 
Hancock; Jackson B. Hanley, Equitable 
Society, Oakland; and Harry K. Gut- 
mann, Mutual of New York, New 
York. 

The sales congress is sponsored by 
Washington State and Portland Assns. 
of Life Underwriters. 


Insurers Merge 

Independent Life of Baltimore and 
North American Equitable Life As- 
surance Co. of Columbus have merged 
and the home office is at Columbus 
with executive offices in Baltimore. 
North American Equitable Life As- 
surance Co., the surviving name, is 4 
new life organization that was started 
at Cincinnati and originally had as one 
of its officers Mark Kroll, who heads 
Agency Corp. of America, and formerly 
was president of Michigan Surety. The 
president now is James A. Lantz. 


Declares Stock Dividend 

A stock dividend has been declared 
by United Fidelity Life, raising its 
capital to a record $3 million. Stock- 
holders will receive one share for each 
nine currently held. 








arch 25. | 





“March 25, 1960 


king 


Bil 


ona Mag 
ntly woulJ 
ibility Wa 
original) 
sequentl; 
tween po! 
hat migh: 
MASS coy. 
to Offen; 
1e Keog, 
thdrawing 
Drevious) 


Aciion 


NAL; 
d, in th 
ely to be 
Se provi- 
elayed ir 
1 factual 
cOVerages 
1 for the 
gress, 
ria de 
» though 
lefinitive 
retained. 
in the 
* to the 
provide 
1 deduc- 
han the 
permit a 
a $2,500 
O speci- 
policies, 
that on 
ke “ap- 
lans, an 
‘xcluded 
srovided 
» annual 
it of the 


reS3 
6 

e agen- 
t Sales 
at Spo- 
5, and 
James 
nt in 
1 home 
Rowe, 
f John 
uitable 
. Gut- 
, New 


red by 
Assns. 





YUM 


LIFE INSURANCE EDITION 


An urgent message to parents about... 


POLIO 


Take a long hard look at this picture. 

Though next summer’s polio season may seem a long 
way off, remember it takes months to build up a child’s 
resistance to polio. 

If “shots” are started now, you may spare yourself 
needless worry later on. If your child has had no “‘shots,”’ 


Metropolitan Life 
INSURANCE COMPANY® 


A MUTUAL COMPANY, 1 MADISON AVE,N.Y. 10, N.Y. 











go to your physician or clinic as soon as possible. 

Any time around three months of age, the first of these 
essential polio injections can be given. The second injec- 
tion is given a month later—and the third one, about 
seven months after the second injection. 

And if you have a youngster who has had all three 
“shots,”’ ask his physician when a fourth, or booster 
dose, should be given. 

This protection can be given alone or in a combined 
vaccine which protects against polio, whooping cough, 
tetanus and diphtheria. 

What about your own polio protection? You, too, 
should be vaccinated. When polio does strike an adult, 
it is usually severe. 

Vaccine is plentiful. And it’s the only defense we have 
against paralytic polio. 

Strike your blow against polio today! 





This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in publications with a total circulation 
in excess of 45,000,000 including Saturday Eve- 
ning Post, Ladies’ Home Journal, Good House- 
keeping, Redbook, Reader’s Digest, National 
Geographic, U.S. News, Look: 














HeNATIONAL UNDERWRITER 


Tells How Pre-Contract Training 
Improves Recruit’s Success Odds 


“We must get ourselves organized 
for selection because there are going 
to be fewer men from whom to choose,” 
Lawrence Leland, vice-president and 
agency director of American United, 
told the annual meeting of LIAMA’s 
Agency Management Conference in To- 
ronto. He cited birth figures from 1930 
to 1945, which were much lower than 


the birth figures in 1956. He pointed 
out that the market for life agents is 
becoming increasingly limited. 

“There is also going to be a greater 
demand for consumer goods in our 
present economy,” he said, “and 
more salesmen are going to be needed. 
We are all after the same group of 
men and we must work at top effici- 


ency to get our share.” 

Tne speaker cautioned his audience 
to insist on careful selection even 
though there is a shortage of men 
from whom to chose. 

“The first step in agency building is 
measured in terms of men who mature 
to a success level and remain with the 
company, not just in terms of men 
hired in any one year,” he said. “Be- 
fore we can have selection we must 
have some plan whereby we can sce a 
great number of prospects.” 

Mr. Leland said that four years ago 





I’m “all fired-up” to knock on ANY door... 


... because | have absolute 


confidence that an aggressive 


Republic National Life Home 


Office team is right behind 


me. There’s no doubt in my 


mind —I'm on the 


at ClO ha 


team... and there’s room for 


you too in such a rapidly 


expanding company. 


SUPERVISION 


Prompt assistance and coopera- 
tion. Then too, there's always an 
open line to the Home Office. 











TRAINING 


Practical training and friendly 
help keep me on the right path 
no matter what new problems 
develop. 


UNDERWRITING 


There's nothing so encouraging as 
the knowledge that your under- 
writers that applicant: 
are people — not just medical 
histories. 





ADVERTISING 


Sales material that really im- 
presses the prospect and advertis- 
ing that makes me proud of the 
company | represent. 


SALES MINDED MANAGEMENT 


Above everyone else | know that 
the President started out with a 
rate book in his hand and has 
built a company in which he has 
surrounded himself with sales 
minded executives. 


REPUBLIC NATIONAL LIFE INSURANCE COMPANY © Home office + Dallas 


ACCIDENT e@ SICKNESS @e MEDICAL AND SURGICAL REIMBURSEMENT e HOSPITALIZATION 
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American United started using a, 
recruiting system built around a {, 
interview presentation. Pre-conty 
training was used in the final selec, 

In 1957 they 
pany began a, 
manpower  p; 
gram for recnj 
ing ful l-tiy 
agents. An ef 
was made to 4 
up recruiting 
tivity and at; 
same time rer 
selectivity. Jj 
company q 
these two forces 
the key to efficig 
manpower _ bujj 

ing. The home office suggested ne 
contract training to the managers x 
means of improving their select 
Each manager was encouraged to ) 
one man per month in_pre-contr; 
training. 

Details of the company’s use 
pre-contract training were given 4 
Mr. Leland. For example, pre-contra 
training is given before the prospectiy 
agent has made a final decision 
leave his present employment, ey 
though the prospective agent aj 
manager have reached an agreeme 
The pre-contract training must 
done while the man is on his pres 
job. 

Since April, 1958, pre-contract traij 
ing has been mandatory througho 
American United. At present it wi 
not hire a full-time agent without } 
completing the five-step program a 
the manager certifying that it has be 
done. 

In 1958 American United undertod 
its 15-month recruiting _ progray 
“Agency in Action.” This _ progray 
made the managers more enthusiasti 
about recruiting. There was betta 
selection because managers had mor 
prospects to interview. 

The five-step pre-contract trainin 
program used by American Unite 
includes: 

1. Learning a sales talk and usin 
it during the training period. 

2. Listing names of 150 prospect 
the new man could approach in thi 
first 30 days in the business. 

3. Completing part of the company’ 
career course. 

4. Completing the rate quiz book. 

5. Learning a prospecting talk an 
using it on centers-of-influence. 

In discussing the results of usitl 
pre-contract training as a_ selectio 
tool, Mr. Leland said the first advan 
tage is that it prevents agency man 
agers from hiring men too quickly. Hj 
said it was difficult at the beginnin 
but that managers now feel they nee 
pre-contract training to help them | 
selection. 

“It has given us a higher qualit 
man,” Mr. Leland said. “With the sam 
number of full-time agents we ha\ 
increased our production over 10% an 
our average size policy 9%. It has key 

(CONTINUED ON PAGE 20) 





Lawrence Leland 


0000000000000 0008! 
@ FILING SYSTEMS FOR INSURANCE 
e COMPANIES SINCE 1919. 


e 

e@WVe were the originators of the Two-Woy¢ 
@and Three-Way Binder Folders made espe 
@cially for Home Office permanent record 
@files. A free sample kit, which also ir 
@cludes transparent policy jackets, will be 
@ ent on request, with latest price list. 


e H. B. McClure Mfg. Co. 
e 2302 West Glen Ave. 

® Peoria, Illinois 
@ 
@ 





We sell direct to Insurance Companies 
eecececcecececeooeeees! 
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7-tume winner of 
Massachusetts 
Mutual 


MAN OF THE YEAR 
AWARD 





Daniel Auslander, C.L.U., New York- 
Copeland Agency, has been named Man of 
the Year, the most outstanding of all Massa- 
chusetts Mutual representatives. The signal 
honor is in recognition of his excellent ser- 
vice to his policyholders, his agency and the 
Company in the past year. This is the 
seventh time he has earned this distinction. 


Mr. Auslander entered the life insurance 
business with his present agency on Decem- 
ber 23, 1930. He is a “natural born”’ life 
underwriter, dedicated to his business. 


HIS REMARKABLE RECORD 

INCLUDES THESE 

NOTEWORTHY ACHIEVEMENTS 
Ordinary sales in 1959, $6,004,050, a 
new all-time high for any Massachusetts 
Mutual man in a single year. 








Mr. Auslander’s 1959 record is particularly 
significant because in that year Massachu- 
setts Mutual sold over a billion dollars of 
ordinary, exclusive of paid-up additions. . . 
the first time, to the best of our knowledge 
that this has been done by a general 
agency company. 


$1,000,000 or more life insurance placed 
in the Massachusetts Mutual in each of 
the past 23 years. 


Massachusetts Mutual's leading producer 
in each of 10 years. 


One of our 100 top producers in each of 
the past 28 years. 


Leaders Club member for 18 years, from 
start of this honor roll. 


Million Dollar Round Table Member since 
1934, Life and Qualifying member every 
year since 1936. 


Received National Quality Award in 
each of the past 15 years. 





MASSACHUSETTS MUTUAL 
Life Insurance Company 


SPRINGFIELD. MASSACHUSETTS * ORGANIZED 1651 
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HeNATIONAL UNDERWRITER 


Sees Market Research As 
Big Success Key Of ‘60s 


The companies that learn to adapt 
market research to the marketing prob- 
lems of the life insurance business are 
likely to be the big winners in the 
1960s, said W. Robert Jenkins, presi- 
dent of Columbian Mutual Life of 
New York, at the annual meeting of 
the LIAMA Agency Management Con- 
ference at Toronto. 


In the task of salvaging more of the 
promising new men the important key, 
in Mr. Jenkins’ opinion, is an under- 
standing of the way in which success- 
ful agents build a market. He pointed 
out that successful agents are those 
who build their markets and that com- 
panies are relatively ignorant about 
how this is done. 


A second use for market research, 
he said, arises from the projected great 
expansion of the economy in the 1960s, 
due to such causes as migration and 
community growth. He urged his audi- 
ence to recognize the value of market 
research to take advantage of these 
opportunities. 

Hopes For Sound Ideas 

Mr. Jenkins expressed the hope that 
the 1960s will bring a return to em- 
phasis on “sound, long-time manage- 
ment concepts and will not leave us 
dependent for growth on policy gim- 
micks or buying gimmicks designed 
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A" Kansas City Life the agent is Key Man. He is also Key Man 


in his community. 


An outstanding example of this broad concept of the 
“Key Man” is Lou Matusoff of Dayton, Ohio. 


As leader in paid-for premiums with Kansas City Life in 1959, 
Mr. Matusoff will be installed as President of our President’s 
Club, when that group holds its Seminar at New Orleans, 
April 25-26-27. While volume does not count for this particular 
honor, he is a Life Member of the Million Dollar Round Table. 
The National Quality Award has been his fourteen times. 


Winning honors with Kansas City Life is nothing new 
to Lou Matusoff. He has qualified each year as a 
member since the Club’s inception in 1945. In 

1955 he served his first term as president 

and he has been a vice-president five times. 


In Dayton, Lou Matusoff is known for his 
activities in the Community Chest, the 
American Red Cross and the National 
Conference of Christians and Jews. 


His civic activities extend beyond the boundaries 

of Dayton. He is past president of B’nai B’rith Grand 
Lodge No. 2, comprised of eight states from Ohio to 
Colorado. In 1959 he was a delegate to the triennial convention 
of the Supreme Lodge B’nai B’rith at Jerusalem. 


It can truly be said that Lou Matusoff is a Key Man to his 
community as well as to Kansas City Life. 


KANSAS CITY LIFE INSURANCE COMPANY 


HOME OFFICE / BROADWAY AT ARMOUR / KANSAS CITY, MISSOURI 
REPRESENTED IN 41 STATES AND THE DISTRICT OF COLUMBIA 
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mostly to lure the unsuspecting by, 
er.” He included in the “gimmig) 
class the family we a 
policy, minimum 
deposit, high early 
cash values, jumbo 
group and one- 
stop selling. He 
deplored “volume 
for volume’s sake,”’ 
which he feels 
created a rate war 
that brought the 
gimmicks to the 
life insurance 
business. 

One concept of management whig, 
has been dominant and which shoy; 
not be pushed aside, Mr. Jenkins sajj 
is the belief that the level of agen 
earnings must be increased. 

“The dominant concept,” he saij 
“was that of preparing better agen; 
to do a better job of giving the pubj 
sound advice and service. This is ; 
concept of management which 
cannot let the volume concept pug, 
aside. For the concept of strengthening 
our service will ultimately determing 
our level of public relations, the confi 
dence of the public in our agents an 
therefore our continued ability to at: 
tain a satisfactory volume of futur 
sales.” 


Two Other Concepts Stressed 


Other management concepts stresse 
by Mr. Jenkins were these: Soli 
growth will depend increasingly 
willingness to select, develop, train 
and thus hold a company’s own man- 
agement manpower; and the company 
must salvage a much higher propor. 
tion than it does now of the potentially 
good manpower it screens, hires ani 
finances in its agencies. 

To implement the first concept he 
advised “a major investment on the 
part of each company in full-time de- 
velopment and training, particularly 
on-the-job training, of new managers. 
“He warned against such makeshift 
programs as training a man in the 
home office for a short time and then 
putting him in the field as manager 
or general agent, depending solely on 
management schools, and _ assuming 
the manager or general agent will 
train a man when he’s an assistant 
manager or supervisor. 


Describes His Program 


“The kind of training program I am 
talking about consists of both instruc; 
tion and on-the-job training, with on 
the-job training constituting abou 
90% of his time,” Mr. Jenkins sai 
“During the training period his sa 
and expenses must be paid by 
company, an investment in the m 
The purpose of the training period i 
to pack into a period of two or t 
years actual managerial experien 
which the man could not get as 
agency manager or assistant agen} 
manager in less than 10 or 12 years. 

The speaker mentioned three areaj 
in which the potential manager 0 
general agent must receive actual 
training and experience: training ° 
new men from their first day in thé 
office until they are stabilized; _ 
cruiting campaigns and managing mé 
after they are stabilized. 


Must Strengthen Training 


Turning to his second management 
concept, that of holding agent man 
power, Mr. Jenkins said “an obvious 
answer is to strengthen our process ¢ 
training, supervision and developmel! 
of our new manpower in the ear 
stages of the man’s growth. 

“Why wouldn’t it be possible,” 
asked “to program all the various elé 

(CONTINUED ON PAGE 20) 
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Outstanding record 











in 1959 





|| INCREASED BUSINESS. We is- Lutheran Mutual | 


sued $8,291,112 more life insur- LIFE INSURANCE COMPANY 
Waverly, lowa 


ance than the previous year, an 
increase of 12.8%. Evidence of 
the confidence people have in 
our product and our company. 


a INSURANCE IN FORCE. Luth- 
erans now own well over a half 
billion dollars of Lutheran Mutual 
life insurance. 


S| ASSETS. Our assets now total 
$108,518,920, an increase of al- 
most $10,000,000 in the past 


year. 


_ INCOME. Total for 1959 was 
$18,722,180, up from $16,986,- 
885 in 1958. 


|| SURPLUS FUNDS. An important 
part in the stability of any life 
insurance company is surplus. 


Our unassigned surplus is now | ell 
$8,590,072. | St 
BMJ RESERVE FOR DIVIDENDS. A m-nabanertl 


low mortality rate, conservative 
a) a 
key olor ame 
For the year 1959 


| 
management and a favorable | 
return on investments enables us | 
to set aside almost 14% of our | 
total 1959 income for 1960 
dividends. 


Tiutheran Mutual -"=xsusane® 














Home Office a Waverly, lowa 
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—from $10,055,227 to $27,517,270. Leg- to $1,855,000. Net investment iNCon 


Summaries Of 1959 Life Company Business 21 reserves increased 365%, $76,488 to attr taxes was 432%. This was gf 


$355,443. Premium and investment in- company’s second year of operat ) e 
come on an earned basis was 279% as a mutual life company. It We 














_ALL AMERICAN L.&C. ment was 26.6%. Average size life over 1958, $194,494 to $736,968. Assets founded 62 years ago as a fratem 
All American L.&C. had life pro- policy was $8,845. Assets increased by yose from $1,303,222 to $1,728,276. 
duction of $52,928,262 in 1959, a gain almost $2 million. Life reserves GREAT AMERICAN RESERVE } 
of 25.7%. A&S premiums were $4,- showed an increase of $1,247,580 for PRAETORIAN MUTUAL UIFE Great American Reserve of B 0 
170.965, a gain of 21.6%. Combined a total of $2,500,885, and A&S re- Total insurance in force of Praetor- ended 1960 with insurance in fores 7 
life and A&S premiums increased serves went up $139,534, bringing the ian Mutual Life at the end of 1959 was talin $246 004.349. a $44 million Ct i 
60.4%. Life in force, including group, total to $1,227,145. $88,660,000, a net increase of $9,799,- bw ‘conan vettined $10,150 400 cp life 
rose to $113,818,571, a gain of 59.7%. 000. Assets went from $23,957,000 to J ius to policyholders. $4 265,4y| 
Loss ratio to earned premiums of A&S AMERICAN TRAVELERS LIFE $24,513,000. Policyholders reserves oir ane Tak aaa at Tes a ads 3 
was 39.4%, and rate of actual to ex- American Travelers Life increased were up from $21,691,000 to $22,012,- $19,445,193. y me Gb y’s 


pected mortality in the life depart- insurance in force 174% during 1959 000, and surplus increased by $220,000 Stockholders have voted a $1.25 cai ntaine 


dividend, a 50% stock dividend, af°?* 
a 3.33 stock split, the latter items sy}, 


: 

e ’ ject to approval by the Texas depar. il Li 
er 6 : ment. The result will be 515,000 shar, d 
%. of stock with a capital of $1,545, , Ane 

r) and a surplus of $2,720,900. pest 


Great American formed a fire-cagy. 




















f ; - Pn r ; alty affiliate last year, Great America, th 
——_ You can “Roll a Strike” every time with Columbus] of Dallas F.&C., statfed principally i 
. life company officers who serve 
Mutual’s Agent's Contract, Induction Program, ainuannies tx Sek cemiaiiiies her I 
and Sales Packages—because your agents make} ert Hall Jr. is in charge of the insurft” . 
-_— ance operations of Great American of@™ 
money and you make money with: Dallas F&C. ft ev 
m tne 
oa : ; ; ee ; ILL. MID-CONTINENT jous s€ 
hr, Commissions on Leading Par and Non-par Policy Contracts. Illinois Mid-Continent Life’s insur. ew 
Vv, ; ance in force reached $60,749,324 by 
ested Renewals Dec. 31, 1959, with sales of new lifebpinion 
° TP ae : Se insurance last year amounting to $5}, 

Higher Lifetime Compensation in Service Fees. aiih Aeake wae ie ole 
Non-Contributory Pension Plan. 485. rempt 
| Free G Life I : LIFE OF GEORGIA yg 
ee ee Life of Georgia had a 1959 gain off” 
New Induction Program — completely flexible for SIRRSTA Ne in eneenes in See xpress 
tablished d euilh Anil lik ing a total of $1,721,352,000 at year} a 

new agents, established producers, and brokers alike. end. Assets rose $16,377,000 to $18-f" 
Profitabl ——— 157,365. Net rate of interest was we 
rofitable, success-proven Sales Packages. 15 basis points to 3.84%. Beall i a 
Pp -— ' Vi P Sera payments were $18,260,917. ‘ 0 
ractical, easy-to-use isual Presentations. Ordinary sales totaled $183,216,000 The 





: and resulted in $561,241,000 ordinary ft 
Streamlined Rate Books for in force at year end. Group salaf® © 


Maximum Production in Minimum Time.| goubled_ to $30,981,000 bringing in-fvestt 
force figures to $156,037,000. Week-f'*tes! 


Unexcelled Aut-O-Check ly premium business was off 1%. cg 
FOR YOU and Check-O-Matic Weekly premium in force was $1,004- po 
premium payment plans. 073,000. Feat 







SOUTH COAST LIFE !! alon 
South Coast Life ended the yearfded | 
with assets of $17,493,000; insurance f"P°Fe 
in force of $128,000,000 and capital ftnc 


Well-balanced General 
Agent’s Contract 


providing liberal and surplus of $2,560,000. Kis 
overwriting and liberal SOUTHLAND LIFE eh 





A 10-year comparative report at the fough 
end of 1959 showed insurance in force pherw: 
increased from $402,408,914 to $1,- fhe lav 
326,157,430. Resources went from $88,- fiat « 
313,321 to $238,928,895; annual incomes a 
from $10,406,082 to $42,092,177; newftedits 
paid-for life from $34,241,149 to $212,- fies for 


expense allowance. 


PLUS 





Friendly, effective Home lgent’s lial ; — 7 542,989. Capital, surplus and contin. 4 
. 4 ; zency funds increased from $3,825, n 
Office assistance to help Sales Packages wn 7 (@ ast to $15,119,208. “A ft 


bint 

VULCAN ACCIDENT & LIFE _ jijecti 
Insurance in force for Vulcan Accl-} «pp. 
dent & Life at the end of 1959 Washy gp, 
$141 million. Total assets were $4-festme 
341,000, up from $3,783,000. GrT0SShace 
premium income exceeded $3 million. hore , 
luting 
Arkansas Department OKs fom c 


Merger Of Two Insurers ["" 
The Arkansas department has ap-/tse] 
proved the merger of Southern Life &] “Ung 
Reinsurance into Christian Foundation hare . 
Life of Little Rock. The merger Whe rat 
made by an exchange of three shares ecomp 
of Southern Life stock for one of Chris- hd th 
tian Foundation, which actually had 
acquired operational control when it 
acquired 100,000 shares of the formers 
stock a few weeks ago. 
Christian Foundation was chartered f 
in 1958 and has $750,000 in capital and }) 
surplus. 


you in your Recruiting, 
Training, and Agency 
Building Program. 





AGENCY-BUILDING OPPORTUNITIES in: 
Alabama, Arizona, California, Delaware, Florida, 
Georgia, Illinois, Indiana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, Texas, Virginia, 
Washington, D.C., and West Virginia. 


| COLUMBUS MUTUAL 
| Life Insurance Company 


y 


Columbus 16, Ohio 


Frederick ©. Yones, President Fred C. Adams, Sup’t. of Agents 
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in analysis of the effect of the pres- 
life company tax law on the value 
tax-exempt 
in a com- 
ny's portfolio is 
tained in a 
»ok issued by 
necticut Gen- 
41 Life. It was 
Buist 
| Anderson, vice- 
esident and 
unsel. 
The book, “‘Con- 
urance ,Compa- 
Income Tax 
tof 1959,” covers not only the law’s 
tment of tax-exempt sécurities 
it every part of the law in detail. 
the right-hand pages are the va- 
pus sections of the law and on the 
fthand pages are Mr. Anderson’s 
pmments. 


B. M. Anderson 


es of new lifebpinions Are Quoted 


unting to $55. 


' 


ed to $3,828. 


RGIA 
a 1959 gain of 
» in force mak- 
92,000 at year 
1,000 to $188- 
terest was up 
84%. Benefit 
17. 
1 $183,216,000, 
1,000 ordinary 
Group sales 
bringing in- 
37,000. Week- 
was off 7%. 
e was $1,004,- 
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00; insurance 
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report at the 
‘ance in force 
3,914 to $1,- 
nt from $88,- 
nnual income 


,149 to $212,- 
and _ contin- 


The following quotations give, first, 
r. Anderson’s comments on_ tax- 
mpt securities, followed by his 
nalysis of some other sections of the 
bw. In selecting passages for quota- 
on, the aim was to select those that 
press an opinion rather than those 
hat are merely factually clarifying. 
Regarding the method used for tax- 
g income from tax-exempt securities, 
r. Anderson says: 

“The method here adopted was to 
pparate the ‘policyholders share’ and 
he ‘company’s share’ of each item of 
vestment yield, including tax-exempt 
terest and dividends received, and to 
retend not to tax the policyholders’ 
are of these items. This is in lieu of 
specific deduction covering required 
terest and increases in reserve which 
| along the government officials con- 
tded would be allowable under the 
irporate net income type of life in- 
birance tax. 

“The theory was that if this change 
ere made, the government’s position 
fthe courts would be stronger even 
tough from the legislative history and 
herwise it must be apparent that all 
he law does is to pretend not to tax 
mat otherwise would be allowable 
k a deduction and thereby deny 





lies for a major portion of tax-exempt 
terest and also a major portion of 
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ividends received. 
“After this change was made the 
int staff apparently withdrew its 


_ pjection. 


‘This same concept of policyhold- 
ts’ share and company’s share of in- 
estment yield is carried through 
hase II as well as phase I, although 


here are different methods for com- 


uting the percentages, which vary 


fom company to company and from 


ear to year. 


phase I Determination 


“Under phase I the policyholders’ 


- is determined on the basis of 
€ ratio of (1) interest required as 


re Fcomputed wi : 
ne of Chris- with the adjusted reserves 


d the five-year average interest al- 





ictually had 
rol when it 


1s chartered 
capital and 


Wance to (2) total investment in- 


,pme. Under ph ree : 
the former's f phase II the ratio is de 


ined without adjustments and on 
€ basis of the company’s own re- 
Ves, 
“wend the government’s view as to 
at this law means, a dollar of tax- 


easeana 
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exempt income may be worth as little 
as $1.10 of taxable income or as much 
as $1.50 or more of taxable income. 
The percentage varies from company 
to company and from year to year. 
Generally speaking, tax-exempt in- 
terest (and dividends received) is 
worth more to a stock company than 
to a mutual company. This is because 
few mutual companies have phase II 
taxes. 


Boosts Exemption’s Value 


“Such taxes increase the worth of 
the tax exemption—and mutual com- 
panies are not subject to phase III 
taxes. This explains why, generally 
speaking, the stock companies wanted 
the usual tax-exempt treatment and 
the mutual companies did not want 
this treatment—they were fearful lest 
revenues lost here might be made up 
from other sources.” 

Regarding what Mr. Anderson calls 


M. Anderson Analyzes Tax-Free 


Bond’s Value Under Present Law 


the “I don’t mean it” provision that 
applies to tax-exempt interest and the 


85% dividends-received credit, Mr. 
Anderson says: 
“This ‘I don’t mean it’ provision 


was inserted in the Senate in settle- 
ment of a long controversy and stale- 
mate in the Senate finance committee 
involving tax-exempt interest and 
dividends received. It was on the basis 
of the separation of income, as here- 
tofore explained, and the insertion of 
this provision that the joint staff in- 
dicated that the constitutional doubt 
had been removed. 


Matter Of Statutory Construction 


“This, of course, is quite true. The 
question of tax-exempt interest now 
is a matter of statutory construction 
rather than a constitutional matter. 
This is because the Congress has in- 
dicated that it does not intend to tax 
interest which is tax-exempt. 
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“There is, of course, no constitu- 
tional barrier to taxing dividends re- 
ceived fully by denying the usual 85% 
credit, but the way the law is written 
tax-exempt interest and dividends re- 
ceived are afforded quite similar treat- 
ment. 


‘Record’ Shows Intent 


“This intent not to tax interest 
which is tax-exempt and to accord 
the usual 85% dividends received 
credit was further clarified by pre- 
pared statements and prepared an- 
swers inserted in the Congressional 
Record on June 10 when the confer- 
ence report was accepted by the Sen- 
ate and by the House. The Senate re- 
ference is on page 9401 of the June 10, 
1959, Congressional Record (Sen. 
Thurmond) and the House reference is 
page 9408 of the Congressional Record 
of the same day (Congressman Ikard). 

“There are those in the Congress 
who are fearful that, given an op- 
portunity, the United States Supreme 
Court would take away constitutional 
immunity from interest now tax- 
exempt—a'1d municipal lawyers share 
this fear 

“Litigation on this issue of tax- 
exempt interest (and dividends re- 
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With Provident you have these things to offer: 


professional life insurance advisor, you 
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A complete line of Non-Cancellable and Guaranteed 
Renewable Accident and Sickness policies. 


2 | Step Rate, Non-Cancellable Accident and Sickness 
policies — which allow the younger man to purchase 
coverage at a price he can afford. 


Competitive contracts — both long and short term. 
Realistic underwriting on both individual and group bases. 
Salary continuance plans for groups of five or more. 


In addition, a full line of Guaranteed Renewable policies # 
— Loss of Time — Hospital-Surgical —Major Medical. 3 


A company that has specialized in the accident and 
sickness field since its founding in 1887. 
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See or call the Provident manager in your locality, or write 
MR. JAMES W. SEDGWICK, Agency Manager 


PROVIDENT 
LIFE AND ACCIDENT INSURANCE COMPANY 
CHATTANOOGA —«©,| 
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ceived) is certain to follow. Lawyers 
are now seeking the best possible test 
case and litigation is likely to be com- 
menced within the next year. This 
litigation will probably be in some 
United States district court because 
taxpayers and their lawyers seem to 
be quite allergic to litigation in the 
tax court. 

“Connecticut General has in excess 
of $1 million (more than 10% of our 
tax) at stake on the business of 1958 
which is dependent on whether we get 
full credit for these items or only par- 
tial credit as the Treasury intends. 





The amount will increase as we con- 
tinue to acquire tax-exempt securi- 
ties and add to our holdings of com- 
mon and preferred stocks. 

“A tax-exempt dollar is worth, 
roughly, $1.25 of taxable income to us 
if the Treasury’s view prevails. How- 
ever, if we are accorded the same 
treatment as other corporations, a dol- 
lar of tax-exempt income is worth 
considerably more than $1.25 to us, the 
exact amount being dependent on sev- 
eral factors. 

“In view of the legislative stalemate 
in the Senate which was resolved by 
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the ‘I don’t mean it’ language, it would 
appear that whoever wins the lawsuit 
stays ahead. The government likely 
will not be able to change the law to 
take away any victory we might win 
in the face of opposition by states and 
municipalities as well as such little 
opposition as a segment of the life 
insurance industry might offer. 


Slim Chance Of Changing Law 


“On the other hand, if the govern- 
ment wins the lawsuit by prevailing 
in their contention that the law as 
written does not tax us on tax-exempt 





from the 
standpoint of 


COOPERATION 


'NSURANCE COMPANY -:- 









ha me 
nly 
> 


home office management people 
can do much to make 
the job less lonesome and more 


productive. We’re cooperative. 


Life, Accident & Sickness, 


Pension Plans, Annuities 


eo eee LIFE 


PITTSFIELD, MASSACHUSETTS e 


Selling is a lonesome 
way to make a living. 
The cooperation an agent or 


broker gets from his field and 








A MUTUAL COMPANY FOUNDED IN 1851 





likewise it would appear that 
argument is at an end. We would, 
pear to have very little chang | 
changing the law by congressional J 
tion. 

“In my opinion the stock compar, 
have not come to realize fully , 
value to them of tax-exempt inten 
under phases I, II and III. The » 
rent market for municipals may 
reflect the differential which we ha 
even under the worst construction ; 
the law.” 


‘Yield’ Definition Changed 


Regarding the law’s definition 4 
investment yield, Mr. Anderson hg 
this to say: 

“This section of the law was Chang 
to recognize that companies with 
percentages of assets in mort 
necessarily have higher inves 
expenses and also that companis 
which service their own mortgagd 
have higher expenses (exclusive 
service fees) than do those com» 
nies which pay service fees to cq 
respondents. 

“This relief provision as to the e 
pense limit was incorporated to tak 
care of a situation faced principal] 
by small companies. A large compan 
with a substantial percentage of ; 
assets in bonds has been well withi 
the one-quarter of 1% limit. 














Some Have ‘Netted’ Interest 


“However, some other companie 
may have kept within this limit onj 
by netting their interest received. my 
is, in effect, not treating service fe: 
as investment expenses—a_ constnu, 
tion which the government has mi’ 
been in agreement with.” 

As to the depreciation allowane 
provision, Mr. Anderson writes as fol. 
lows: 

“Depreciation has been a — 
some point with us, particularly in 
connection with investment real ¢- 
tate and tank cars, and this matte 
will continue to be troublesome. Un- 
der some of our leasebacks made in 
past years it is entirely clear that, in 
practical effect, we will be required td 
pay income taxes on return of oJ 
principal. 

“Because of this rather shabby 
treatment in connection with depre- 
ciation on _ leasebacks, the feeling 
seems to prevail in the industry tha 
leasebacks are poor investments fo 
life insurance companies. This conclu: 
sion may overlook the fact that o 
new construction we can take ac 
celerated depreciation in early years 

“It may be that under the nej 
law, with higher tax rates, leaseba 
are much more attractive than in th 
past. Even with a 50-year assume 
life, the depreciation on new construc 
tion starts at about 4% a year unde 
the accelerated provisions.” 


How Reserve Changes Are Treated 


Here is what Mr. Anderson say 
about the important matter of i 
happens when a company changes it 
reserve basis: 

“This provision for a change in the 
reserve basis (and the corresponding 
phase I provision) is of considerablt 
importance to us. This is a specifi 
recognition that companies are # 
liberty to strengthen reserves and ty 
have this reserve strengthening rec; 
ognized in connection with their fed: 
eral income tax. 

“This phase II adjustment must he 
taken over a 10-year period whic 
commences the year after the reserv} 
is strengthened. The deduction unde 
phase II is one-tenth of the amoul 
applied in strengthening and not, 4 
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in phase I, merely the interest credit 
on account of the increase reserve. 

“Jf reserves are strengthened, this 
does serve to decrease the phase I 
tax and thereby increase the phase II 
tax by one-half of the phase I de- 
crease. However, in addition to this net 
decrease in tax (by reason of the fact 
that the phase II increase is only 
half the phase I decrease), there is 
the further decrease by reason of the 
credits over the 10-year period of one- 
tenth each year of the total amount 
applied to strengthen reserves. 

“As reserves are strengthened the 
effect is to decrease the company’s 
share of investment income including 
tax-exempt interest and dividends re- 
ceived. This serves to make tax- 
exempt interest and dividend income 
somewhat less attractive unless it be 
established in litigation (which is cer- 
tain to follow) that the formula writ- 
ten into the tax bill does in fact serve 
to tax these items. 


Must Examine Effect First . 


“We must examine carefully the 
ultimate effect of reserve strengthen- 
ing on our tax before there is any 
substantial reserve strengthening. The 
situation is, of course, more compli- 
cated with the company which has 
phase II liability than with the com- 
pany taxed only under phase I. 

“The phase I savings from reserve 
strengthening is lost for any past years 
that reserves are not strengthened, 
put the phase II credit is merely de- 
layed by delay in strengthening. How- 
ever, if there is no phase II income 
to be canceled off by the phase II 
credit of one-tenth of the amount ap- 
plied in reserve strengthening, this 
credit is lost because it cannot be 
carried back or forward.” 

On the capital gains tax provision, 
the author says: 

“This tax on long-term capital gains 
is new and does not apply to the 
business of 1958. It is a separate tax 
at the 25% rate. For some years at 
least, this provision will not serve to 
produce any taxes from most estab- 
lished life insurance companies. The 
reason is that we have such large 
losses in bonds and other fixed income 
obligations (due to the increase in the 
interest rate), and we can and will 
cancel off any gains by other sales. 

“However, for many years the life 
insurance companies will certainly 
have capital losses available to offset 
any capital gains, and this is regard- 
less of any foreseeable change in the 
prevailing rate of interest. 
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“The government was insistent on 
the capital gains provision so as to fit 
us into the general corporate pattern. 
It does not count on any appreciable 
revenue from this provision. The in- 
dustry was not successful in procur- 
ing the ‘bank’ treatment for capital 
losses, under which capital losses may 
cancel off ordinary income.” 

On the relief provision for variable 
annuities, Mr. Anderson opines: 

“There is some question as_ to 
whether this variable annuity relief 
Is adequate. There is no relief from 
the capital gains tax, which may be 
Important where the company does 
only a variable annuity business, and 
there is question as to adequacy of 





Lester Wins Mutual Trust Cup 
The President’s Cup of Mutual Trust 
Life was presented to the Lester agen- 
cy of New York at a dinner there. 
The agency won permanent possession 
for leading the company in volume for 


three quarters over three successive 
years. 


the relief during the ‘build-up’ period.” 

In his general comments at the be- 
ginning of the book, Mr. Anderson 
has this to say: 

“This is extremely complicated tax 
legislation affecting a business where 
apparent financial results represent 
to a considerable degree estimates 
heaped upon other estimates. This 
legislation represents an attempt to fit 
life insurance into the general pattern 
of corporate taxation. The objection 
to such an attempt (which objection 
prevailed until this year) was that this 
type of tax was not feasible for life 
insurance because of complications. 

“Because we have a complicated 
business and we now have a compli- 
cated law, there are countless friction 
areas. Unlike the prior law, these 
disputes will involve large sums in 
taxes because the new law is ‘sensi- 
tive.’ 


$500 Million Was Target 


“This law was written with a 1958 
revenue goal of $500 million ever in 
mind. This goal may have been real- 
ized. The tax burden was increased 
about two-thirds over the level of the 
prior law. The new law places a heavy 









burden on an important thrift institu- 
tion already heavily taxed at both 
state and federal levels. 

“The competitive balance between 
stock companies and mutuals is shifted 
somewhat in that stocks will pay a 
somewhat larger percentage of the 
total tax. However, the principal ob- 
jections to this law, aside from its 
complications, are the high level of 
taxation and the fact that other thrift 
institutions with which we compete 
for the savings dollar are not similarly 
burdened. 


Expects ‘Reasonable’ Regulations 


“The future of the law depends to a 
large extent on administrative policy. 
If the rules adopted are middle-of- 
the-road, litigation, certain to follow, 
may be held to a minimum. Govern- 
ment officials wanted a law of this 
type and there is every evidence that 
they will try to make the law work. 
Hence, they may be expected to adopt 
regulations and to issue rulings which 
are reasonable. 

“This represents a distinct change 
from the government’s former attitude 
towards life insurance taxes. Since the 
late ’20s the government has felt that 


GROWTH 


National Life sold more life insurance 
in 1959 than ANY other company in the 


U.S. and Canada not selling group. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 
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life insurance companies were under- 
taxed and on every occasion has con- 
strued the law in the government’s 
favor. As indicated, we may now hope 
for a middle-of-the road approach. 


Defects Will Soon Appear 


“This is a complicated law, as here- 
tofore indicated. and loopholes and 
hardship provisions will soon become 
apparent. These should be corrected 
without undue delay despite reluctance 
on the part of all parties concerned to 
reopen a very sore subject and despite 
predictions of some informed persons 
that this law will remain unchanged 
for several years. 

“Life insurance companies must and 
will learn to live with this law. Our 
business decisions, like those of other 
corporations, must now be guided to 
a considerable degree by tax conse- 
quences. Accounting changes made to 
meet the impact of the new law and 
to keep the tax burden within reason- 
able bounds will be reflected in fi- 
nancial statements. 

“We have embarked on a noble ex- 
periment. This new tax law, which 
pleases no one, may work out better 
than st.me now fear.” 
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Photos Of NALU Midyear At Louisville 
















ie 
Maxwell L. Hoffman, NALU execu- 
tive consultant, with Elsie Doyle, Un- 
ion Central, Fort Lauderdale, Fla., 
nominating committee chairman. 





Past President Oren D. Pritchard, 
left, now 2nd vice-president of Union 
Central Life, receives scroll of appre- 
ciation presented by NALU President 
William S. Hendley Jr. 


NALU_ Counsel 
J. Taylor Bigbie, 
Trustee Ellen Put- 
nam, National Life 
of Vermont, Ro- 
chester, N. Y., and 
Louis J. Grayson, 
Travelers, Wash- 
ington, D.C,, 
NALU treasurer. 





Seated, from left, A. J. Halloran, 
Baltimore Life, Williamsport, Pa., trus- 
tee, and David B. Fluegelman, Connect- 
icut Mutual, New York City, past pres- 
ident; standing, Robert L. McMillon, 
B.M.A., Abilene, Tex., NALU secretary, 





te 
Verne C. Gilbert, Equitable of Iowa, 


and Robert Gilmore, Mutual Benefit Portland, Ore., past trustee of NALU, 
Life director of market research, past and William E. North, New York Life, 
Evanston, Ill., NALU vice-president. 


president of NALU. 


At the luncheon 
between _ sessions 
of the NALU board 
meeting Sunday at 
Louisville: Robert 
L. Walker, Penin- 
sular Life, Orlan- 
do, Fla., past pres- 
ident of NALU; 
Ann Bickerton, 
NALU director of 
field services, and 
NALU Trustee 
Frank G. McNa- 
mara, Old Line 
Life, Waukesha, 
Wis. 











UNDERWRITER 


Chairmen at a 
joint meeting of 
three committees: 
John Z. Schneider, 
Connecticut Gen- 
eral, Baltimore, 
federal law and 
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legislation; R. Ed- 
win Wood, Phoe- 
nix Mutual, San 
Francisco, agents 
activities, and Ro- 
bert W. Frye, 
Northwestern Mu- 
tual, Denver, field 
practices. All are NALU trustees. 


ey ests 














NALU Past Presidents Albert C. Ad- 
ams, John Hancock, Philadelphia, and Mutual, 
Oren D. Pritchard, 2nd vice-president 
Union Central Life. 


Trustees Jack A. Stewart, Phoenix 
Cleveland, and William H. 
Gatling, Jefferson Standard, Norfolk. 


Members of the NALU group committee who were on hand for a lively 
and crowded session at the midyear meeting in Louisville: from left, Frank M. 
Akers Jr., Prudential, Atlanta; Robert R. Reno Jr., Equitable Society, Chicago; 
Chairman David B. Fluegelman, Connecticut Mutual, New York City; Spencer 
L. McCarty, Provident Mutual, Albany, Joseph B. Davis, Home Life of New 
York, Detroit, and Carlyle M. Dunaway, NALU general counsel and headquar- 
ters aid to the committee. 











we 





Lester O. Schriver, NALU executive —# ‘ 
vice-president, and William E. North, Trustees Paul R. Green, Aetna Life, 
New York Life, Evanston, Ill. NALU Seattle, and John Z. Schneider, Con- 
vice-president. necticut General, Baltimore. 
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tmann Has Devil Of A Time In Talk At NALU Agents Forum 
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(CONTINUED FROM PAGE 2) 

the field, and I suspect that there 
must be a good deal of competition in 
our home offices between your group 
and ordinary departments. 


Objects To ‘Reinsuring’ 

“Why can’t you keep group limits 
down to what your group department 
can absorb as a risk and stop ‘rein- 
suring’ higher limits in your ordinary 
department? If you fellows would do 
something like that then we wouldn’t 
have to consider going to the Treasury 
Department and ask for the protection 
that should be given to us by our own 
home offices. 

“Maybe since you can’t agree among 
your companies it might be a good 
idea for all of us to get together on 
the limitations which might be im- 
posed if we were to have the discrim- 
ination rules of pension plans under 
section 401 applied to group coverages 
also. That might be a fair ‘solution to 
the distorted and ‘carved-out’ groups 
that bother us so much. The New York 
state association got a pretty good 
ruling on legal group proportions from 
their insurance department, but sec- 
tion 401 qualifications might be even 
better. 

Wants Number Of Plans Curbed 

“And as for the association franchise 
and group plans, there should be some 
agreement as to the number of plans 
and amounts an association member 
can participate in, assuming we can’t 
do away with them altogether. If we 
could get together on some sort of 
limits in this area, then I don’t think 
we agents will be experiencing the 
unpleasant feelings we have when we 
find ourselves competing against our 
own companies. That’s what’s happen- 
ing to us today and we can’t say that 
we like it.” 

Devil’s advocate: 

“Yes, we know that’s happening 
and, frankly, we don’t like it ourselves 
but I’m afraid there just isn’t too 
much we can do about it. 


Can’t Forget Anti-Trust 

“You fellows think that it’s our 
fault in the home offices. There are 
quite a few of us who’d like to see 
some sort of reasonable limit on group 
amounts, but we have no more chance 
of getting any unanimity of attitude 
and action in our associations than 
you have in yours. You forget that we 
have to worry about a little thing 
called anti-trust and restraint of trade. 
“And from all that I see, I don’t 
observe any particular agreement 
among you men yourselves. There are 
quite a few of you, you know, who put 
quite a bit of pressure on us to do the 
things that other companies are doing. 
Don’t forget this is a competitive busi- 
hess on our level as well as yours.” 
Defending agent: “Yes, we know 
that there is that kind of pressure on 
you from your successful agents and 
general agents. We’re honest enough 
to appreciate that too often in the 
final analysis all of us do what’s best 
for ourselves and our pocketbooks. 
“But despite that, I can’t understand 
why your underwriters will succumb 
to these pressures in the group area 
when you won’t give in similarly in 
the ordinary department. I’d be a much 
richer man if my home office accepted 
all the risks I brought in that were 
turned down or rated very highly. 

“All my talk about the Ajax Life 
taking it standard only got me the 
Suggestion to take the case over there, 
by all means. Why don’t you tell your 
agents to take their distorted group 









their ‘carved-out’ groups to the Ajax?” 

Devil’s advocate: “You forget one 
little thing, my friend. A little but 
very important word called ‘profit.’ 
There’s profit in the group cases, since 
the losses can be passed on to the 
buyer, but when it comes to taking a 
certain loss on an individual risk that’s 
an entirely different thing! We have 
all our other policyholders to think 
about, and the net cost you compete 
with against other companies.” 


LIFE INSURANCE EDITION 


Defending agent: “Since when was 
profit a criterion for our great indus- 
try? I always thought it was the 
policyholders’ or the public interest 
that was our main concern. 

“Have we abandoned the publica 
interest? And before you say it to me, 
let me say that we’re not too proud of 
those of our fellow agents who are 
twisting and selling against the policy- 
holder’s interest. But you aren’t doing 
all you can to stop the evils that some 
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of the less legitimate agents among us 
are perpetrating. You fellows can spot 
whether the business coming in is 
good or bad. Some of us are trying to 
get more teeth into our twisting sta- 
tutes around the country and we could 
use a little help from you. 

“Well, anyway, two wrongs never 
made a right; we can agree on that. 
Maybe it’s one of the things we can talk 
about if we ever sit down to discuss 
our mutual problems.” 

Devil’s advocate: “Yes, I think we 
could all do a bit more to clean up our 
business from within and we should 





Playing 








tases, and their pyramided cases, and 





A lot of home office people at Minnesota 
Mutual never get a chance to play solitaire. 
They’re never alone. Too busy working with 
agents out in the field, showing them how our 
formula for successful life insurance selling 
works. 


Here’s the formula: The right combi- 
nation of organized selling methods 
Thoroughly proven presentations aimed 
at selling life insurance to fit specific needs 
Dramatic and convincing visual aids that 


The Minnesota > 


Insurance 


get a prospect’s full attention ™ A better- 
paying incentive contract for agents, incor- 
porating an unusual combination of persis- 
tency fees for quality business. 


With that formula our field force has put 
Minnesota Mutual into the top 4% in the 
industry. The “Star of the North” now has 
over $2 billion of life insurance in force—the 
second billion written in less than five years— 
and we’re well on the way to the third! 







\ Mutual Life 
Company 


Victory Square -St. Paul, Minnesota 
We Also Write Accident & Sickness, Non-Cancellable, Renewable to Age 65 





talk about it. There isn’t anything 
wrong with the products we’re offering 
the public, and if there is, well, then 
the public will soon tell us about it. 


To Test In Market Place 


“Group and franchise insurance, like 
all our contracts, will be tested in the 
market place. We’re only giving the 
public what they’re asking for. We 
don’t create the conditions that neces- 
sitate the product and marketing 
changes we’re forced into. 

“You've got to remember that the 
tax structure of this country, the rising 
costs of living, and the inflationary 
trend has changed the thinking and 
buying habits of the public and that 
there is a constant search on their part 
for ways of increasing the purchasing 
power of their insurance dollars. We’ve 
had to devise policies that give them 
more protection, and that’s why you’ve 
seen us give greater emphasis to lower 
cost protection policies and to adver- 
tise discounts for size. 


Will Get It From Government 


“People are buying more term in- 
surance and term riders and even 
‘minimum deposit’ which requires less 
cash outlay and gives a tax break in 
the bargain. We’d be poor merchants 
if we didn’t respond to this public need 
and demand. And if WE don’t give 
them what they need and want, then 
by God (forgive me the expression) 
the government will. You see what’s 
happened to social security. 

“If we don’t give the public more 
and more protection for their dollars, 
and newer coverages, and group 
insurance, whether it’s through their 
employers or through their associa- 
tions and organizations for the mass 
economies involved, then the govern- 
ment will.” 


Defending agent: “Thst sounds rea- 
sonable; some of it makes sense and I 
agree with it. 

“We agents realize that the insur- 
ance system has become so ingrained 
into our economic life that it’s become 
almost public by nature. We’re mindful 
of the social and economic responsibi- 
lities that our industry has and must 
continue to assume. But forgive me if 
I ask you where you were when the 
states had to take over workmen’s 
compensation, and Blue Cross was 
permitted to come into being, and the 
‘assigned risk’ pool became a necessity 
and why we have to wait until the 
Forand bill is staring us in the face 
before we accept the social responsi- 
bility of providing medical care for 
the overaged? It seems to us that we 
get social-minded when it’s profitable 
but we wait until we are practically 
compelled to do so when there’s a 
danger of the risk being unprofitable. 

“Now you're telling me we have to 
supply all these mass products be- 
cause if we don’t someone else will. I 
noticed that Mr. Kenneth C. Foster of 
the Prudential said something of the 
same sort in THE NATIONAL UNDERWRIT- 
ER recently in criticizing ‘the con- 
tinuing attacks by segments of the 
agency forces on group coverages. 


Quotes Kenneth Foster 


“He said that this attack ‘does not 
recognize that if business is driven 
away from the insurance companies to 
substitute mediums, the long range 
effect on the agency system may be 
far more disastrous than if they 
learned to accept the fact that group 
does play a part in the needs of the 
people and the agents could share in 
it if they would learn to sell and 
service such coverage.’ 

“We agents feel there is merit to his 
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CITIZENS REDUCING TERM POLICY 
20 YEAR PLAN PAYABLE FOR 16 YEA 


$25,000 AND OVER 
RATES PER $1,000, NON-PAR 


AGE 25... 
AGE 30... 
AGE 35... 
AGE 40 


*_ 8 @ 
*“ 8 © @ 
- = © ©. 


° * . * 


FOR POLICIES $10,000 TO $25,000 ADD SOc PER $1,000 
ALSO AVAILABLE 10-15-25-30 YEAR FLANS © 


Ctlizene 


INSURANCE 
33 MAIDEN LANE 


¥.., 






COMPANY v NEW 
NEW YORK 38 








HeNATIONAL UNDERWRITER 


statement when he relates it to our 
industry loss of business to the trust 
companies in the pension area; but 
we think his statement lacks validity 
when he extends it to pure insurance 
coverages that no one else can write 
except an insurance company. 

“I doubt that the government or 
any other institution contemplates of- 
fering a half million dollars of group 
insurance to one or two men in a small 
corporation, or a couple of hundred 
thousand of group insurance to doctors 
and lawyers around the country. That’s 
what we're talking about. And we’re 
not exaggerating. 


Calls It An Opportunity 


““We’ve seen and know about actual 
cases distorted far beyond the pattern 
set down by the recent ruling of the 
New York department. And the way 
you are permitting the pyramiding of 
franchise plans among the professional 
associations, you know as well as we 
do that it won’t be long before every 
doctor or lawyer will be able to acquire 
as much group as he wants. Don’t you 
think this is affecting our markets?” 

Devil’s advocate: “Oh, it may a little 
at first, but at the same time you 
fellows have an opportunity to go in 
and sell the professional men in your 
own communities and make a commis- 
sion for yourselves and sell him even 
more and make him your own client. 
After all, these men aren’t going to 
buy this insurance so readily unless 
you agents sell it. The agent isn’t 
going to be replaced and his market 
won’t really be hurt. 


Can Sell Other Plans 


“In addition you can sell him the 
other products we’re giving you, the 
accident and health and hospital and 
major medical plans. 

“All that this group insurance is 
going to do is to educate him to the 
value of life insurance and serve as a 
base for what you sell him. It won’t 
be any different than his National 
Service policy, and the social security 
coverages, all of which helped educate 
him to the value of life insurance. You 


Western & Southern Life 
Adds Insurability Rider 


Western & Southern Life has added 
a guaranteed insurability rider to its 
portfolio. The rider is especially de- 
signed for children and young adults, 
ages 0 to 37. The premium is less than 
$1.50 per $1,000 for most ages. Options 
for the rider may be exercised on 
policy anniversaries nearest the fol- 
lowing birthdays: 25, 28, 31, 34, 37, 
and 40. Each policyholder carrying this 
plan will be notified of the option prior 
to the appropriate date. 

The minimum policy to which the 
rider will be added is $5,000. Maxi- 
mum amount of insurance available at 
any date will be $10,000, regardless of 
the size of the policy, so that the total 
maximum amount of insurance avail- 
able under the rider will be $60,000 if 
all six options are elected. 

The rider may be added to any 
policies except term and triple pro- 
tection so long as the benefit period 
extends to age 40. It may be added at 
issue with any other of the company’s 
term riders including the family unit 
protector rider. Disability benefits will 
be automatic in the new policy unless 
the insured is disabled at the time of 
election; accidental death benefits will 
be at the option of the company. 

A feature of the plan is a purchase 
credit toward the first premium on the 
new policy. This is not guaranteed but 
the present allowance is $1.25 per 
thousand of the new policy. 
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erm products? Shouldn’t we be em- 
nasizing high cash value policies now, 
and endowments and annuities for the 
longer lives we are going to live?” 
Devil’s advocate: “Just a minute, my 
good man. You just aren’t reading the 
trade papers or listening to what 
some of our home office people. ... ” 
Defending agent: “Oh, yes we are. 
What Charlie Schaaff said at the 
LIAA meetings wasn’t lost on us. In 
fact we noticed that he accused some 


} of you home office boys of being more 
T interested in discussing stock market 


tips with your investment departments 
than life insurance with your sales 
departments. And we did take note of 
nis call to return to a cash value 
philosophy ... . The thing that strikes 
us about it is that we have been saying 
it for the past decade and we’re won- 
dering who pushed the industry button 
on the cash value revival all of a 
sudden.” 

Savings Needed Less 


Devil’s advocate: ‘““You didn’t let me 
finish. There isn’t as much need for 
savings through life insurance as there 
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used to be. The growth of pension 
funds created for employes by their 
employers and the unions lessens the 
need for individual savings and, ac- 
cordingly, our life insurance product 
has to be geared to this and should 
rightly emphasize protection as against 
savings, and the sooner you fellows 
appreciate this the better off you'll be. 

“The fact is, as our managing di- 
rector of LIAMA has shown us re- 
cently, that our average annual premi- 
um per $1,000 has gone down from 
$30 per $1,000 to $20, a one-third 
decline—and it isn’t as much due to 
term insurance, as you might think, 
as it is to the fact that people just 
aren’t buying and you fellows aren’t 
selling the limited pay, the endow- 
ments and the annuities you used to. 
And don’t tell me you are, the facts 
are against you.” 


Agrees With Mr. Devil 

Defending agent: “We agree with 
that, Mr. Devil, but by the same token, 
your same LIAMA managing director, 
Mr. J. Harry Wood, in the same report 
you’ve mentioned, defined the indus- 
try’s over-all purpose as ‘lifetime cov- 
erage.’ You tell us how that definition 
Squares with the term and group 
coverages you’re spreading about.” 

Devil’s advocate: “My friend, the 
markets for our sales this coming 
decade are so vast that there’s room 
for all the group coverages, the cash 
value policies, and the health policies 
that we can possibly sell. We’re trying 
as hard as we can to find the right 
answers to all these trends, and maybe 
we are making some mistakes. But 
that goes for you, too. 

“But what are we arguing about? 
It’s bigger than the both of us and 
that’s a rare concession for me to 
make! Get smart, pitch in and do the 
Job you fellows have always done and 
you'll find greater rewards and satis- 
ee than you’ve ever known be- 
ore. 


‘Don’t Worry So Much’ 


“Don’t worry about the few sales 
you may lose—there will be some, we 
know that, just rejoice in the many 
more sales you will be getting because 
of the changing and growing market 
Place and the many new products 
you'll be selling. So you'll shift your 
markets a bit. And we'll be doing 
everything we can to help you, so 
don’t worry so much. Let’s keep in 
touch, though, it’s been devilishly nice 
talking with you! 

_ Defending agent: “Thanks, we will; 
In fact, that’s what we’ve really al- 
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ways wanted. Sometimes you home 
office boys give us the impression we 
don’t exist or that you wished we 
didn’t. We’d like to see that change. 
We don’t relish squabbling with you 
any more than you do with us. But 
you fellows are changing us, even if it 
isn’t your fault, as you say. 





L. A. Managers Set 
Pasadena Conference; 


Six Speakers Featured 

The southwest area management 
conference of Life Managers Assn. of 
Los Angeles, entitled “Management in 
the Jet Age,” will be held March 30 at 
the Huntington Sheraton Hotel, Pasa- 
dena. 

The morning session consists of Paul 
W. Thayer, assistant director of re- 
search LIAMA, “Selection”; Arthur 
Hemphill, Equitable Society, San 
Francisco, “Six Simple Suggestions’; 
and Donald Bramley, director of man- 
agerial training LIAMA, “Pre-Contract 
Orientation.” 

Tyler MacDonald, senior vice-presi- 
dent Hixson & Jorgensen, will be the 
luncheon speaker, with “Why People 
Buy” as his subject. 

The afternoon session consists of 
two speakers: Charles K. Reid II, as- 
sociate director of company relations 
LIAMA, “Leadership,” and Robert L. 
Woods, Massachusetts Mutual Life, Los 
Angeles, “Agency Building Concepts.” 


Tentative Program Ready 
For Zone 5 Parley, May 10-12 


Commissioner Hunt of Oklahoma, 
who has been tireless and ingenious in 
publicizing the zone 5 meeting of 
NAIC in Oklahoma City May 10-12, 
has issued a “tentative program” out- 
lining both the business and _ social 
events. 

Commissioners and their wives will 
be guests at a special reception and 
dinner the evening of May 9, and 
formal sessions will begin the follow- 
ing morning with the raters meeting 
at 8:15. The registration desk will be 
open all day, and in the evening a 
“western open house” will precede a 
chuck wagon barbecue, Indian cere- 
mony and dances. 

On May 11, there will be zone busi- 
ness meetings until noon, at which 
time a group luncheon is planned fol- 
lowed by a tour of Frontier City. Un- 
organized socializing is listed for the 
evening of May 11, except for visiting 
commissioners and their wives who 
will be the guests of Mr. and Mrs. 
Hunt. 

On the final day there will be zone 
business meetings until noon, with 
Commissioner Palmer of Indiana as a 
speaker at the luncheon, and in the 
afternoon the NAIC group fire and 
casualty subcommittee will meet. That 
evening a social hour is planned fol- 
lowed by a banquet and a dance. 


Insurance Record Names 2 


Richard J. Donahue has been ap- 
pointed assistant editor and Harry C. 
Shelton advertising assistant of the 
Insurance Record of Dallas. 

Mr. Donahue, who will be first as- 
sistant to John E. Puckette, editor, for 
two years has been news editor of the 
Daily Review of Bisbee, Ariz. Pre- 
viously he was assistant editor of THE 
NATIONAL UNDERWRITER at Chicago, 
‘and before that was with the Chicago 
Tribune. 

Mr. Shelton will act as field assistant 
to John C. Leslie; publisher. He has 
had newspaper experience in Texas 
and in the army air force. 


“You're making a new kind of agent 
out of us. We’re not life insurance men 
any more, but rather ‘one-stop’ insur- 
ance men what with all our life- 
related products. We’re spending so 
much more time now servicing all 
kinds of claims that it’s beginning to 
cut down on our selling time. You 
don’t see any increased commissions 
or service fees for us in this glorious 
decade you’re talking about, do you? 
Or do you think maybe we’ll be on 
salary instead of commissions?” 

Devil’s advocate: “Now I’m sure 
I’m talking to an agent. I didn’t think 
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I'd get away without some talk about 
commissions. If I weren’t a devil I’d 
say that maybe we will give it some 
serious consideration. But you boys 
are going to....” 

Defending agent: “Yeh, we know. 
We’re going to sell so much more in- 
surance that we’ll be making more 
money than we’ve ever made before. 
I know, we’ve heard that one before. 
But see what you can do about it, 
seriously, will you? And tell your boys 
they’ll be hearing from us, and if they 
want to reach us they know where we 
are.” 
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Even BETTER than !| hoped, Fred. 
We've gained more operating flexi- 
bility, and our reinsurer is com- 
pletely non-competitive.” 

‘| wouldn’t have ok’d the agree- 
ment on any other basis, but what 
do you mean by ‘more flexibility’?”’ 

“Their underwriting experience 
and speed, especially on sub-stand- 
ard, and their variety of contracts 
and pooling arrangements give us 
more sales mobility. Their consult- 
ants are top men — and available 
when we need them. They've 
trained two underwriters for us and 
helped us with filing problems in 
Tennessee and Indiana. | could go 
on and on.” 

‘“‘No need. It’s clear to me we’re 
better off with North American Re- 
assurance. Should we be looking 
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Our handy booklet, “Reinsurance Exclusively,” 
outlines the many services we provide to life companies. 
Would you like a copy? Simply address: 


eeWell, Jim, 
we've had 

a reinsurer 

for a year now. 
How’s tt 
working out??? 


to them for advice on entering the 
group field?”’ 

“Just what I’m doing now. A staff 
man from North American Re is 
due any minute . . . and while I’m 
at it, I'll see if they can help with 
that administrative problem we 
discussed yesterday.” 


“Fine. 
They're valuable 
people to know.”? 
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NORTH AMERICAN 
REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan Ave., Chicago 1, III. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 
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Calls Understanding 
Of Life Insurance 
By Consumer Limited 


(CONTINUED FROM PAGE 4) 
the collective participation of a rapidly 
growing population and do not portray 
the adequacy of the individual family’s 
life insurance protection. 

“As public information specialists 
we cannot look at the record and be 
content,” Mr. Newton told his audience. 

A panel on direct mail advertising 
was devoted to exploding some popu- 
lar myths about the media. Partici- 
pants were William A. Loubier, State 


Mutual Life; Donald J. Kipp, Paul 
Revere Life, and Platt C. Holden, 
Connecticut Mutual Life. 

Two of the myths explored were 


the one about people not opening their 
ad mail and the often heard remark, 
“My area is saturated with direct mail. 
I don’t think people will reply.” 

The three panel members concluded 
that if myths arise in the field, they 
must arise out of ignorance on the 
part of the user. If this happens, they 
agreed, then the home office is partly 
at fault for not telling the direct mail 
story loud enough, long enough, often 
enough and to the right people—to top 
management, field management and 
to the individual user. 

Keep Ads Simple 

Lester O. Schriver, executive vice- 
president of NALU, in a discussion of 
what makes good advertising, said that 
the first rule to consider is “Keep it 
simple. I am persuaded that most of 
our publics want it that way. 

“Then I would think I would use 
the following formula on every word, 
every picture and every line of copy: 
Is it the truth? Is it in good taste? 
Is it in the public interest? Is it 
worthy of the company? Is it in the 
field man’s interest? 

“By those standards and through my 
glasses, I would have to say that about 
10% smells to high heaven, 40% could 
stand a little more thought and skill, 
and 50% is a credit to the company and 
to the industry.” 

Mr. Schriver added, “Let us never 
forget that our publics are many, and 
one of the most important publics is 
our competitors. And advertising that 


HeNATIONAL UNDERWRITER 


Richard A. Armstrong, executive di- 
rector of Effective Citizens Organiza- 
tion, in a talk titled “Your Place in 
Politics,” said that it has been the ex- 
perience of his group that without the 
entry of top executives into political 
affairs there is apt to be little con- 
viction at the lower levels of manage- 
ment or among employes in general. 
Encouragement from the top is often 
viewed as meaning little more than 
“You should get active!” 

Mr. Armstrong stated that execu- 
tives are more likely than not political- 
ly naive and have little political ex- 
perience or “savvy.” He said that they 
hold back from the political arena be- 
cause of their unfamiliarity with it 
and because they do not understand 
the “rules of the game.”’ He explained 
there is sound reason for this fact be- 
cause educational institutions do not 
adequately prepare executives in eith- 
er political science or in practical 
politics, and that corporate experience 
has not advanced them toward politi- 
cal knowledge. Rather, the reverse is 
true, he said. 


Public Field Education 


Speaking along related lines, Harry 
I. Warren, general agent of Aetna Life 
at Baltimore, reported, “Our field 
forces are being called upon more and 
more to express themselves on mat- 
ters of national and local legislation, 
and we in the life insurance industry 
should think in terms of more ways of 
informing our field forces of national 
issues that affect our business and 
allied businesses.” 

The public is being educated, he 
said, so that its life insurance problems 
can be handled more _ intelligently. 
Here, he said, the mediums of direct 
mail, newspaper and magazine adver- 
tising are being well utilized. But a 
lot more could be done for both the 
field man and the public. 

Robert A. Forsythe, assistant secre- 
tary of the Department of Health, Edu- 
cation and Welfare, substituting for 
Secretary Flemming, who was unable 
to attend the meeting, discussed ““How 
Do We Take Care of Our Older Citi- 
zens.” 

Other speakers included Douglas J. 
Alspaugh, Aetna Life; Charles G. 
Heitzeberg, Mutual Benefit Life; Ro- 
bert S. Keiffer, Metropolitan Life and 
LAA president, and William K. Payn- 
ter, Connecticut General. 


Sees Key To ‘60s 
In Market Research 


(CONTINUED FROM PAGE 10) 
ments in a new agent’s operations 
through these very high speed ma- 
chines and have a detailed analysis for 
the agent and for his manager at least 
cnce a month and preferably more 
often?” 

The speaker feels that with this it 
would be possible to keep on top of the 
new agent and know when he goes 
wrong early enough to help him. The 
other side of the agent manpower 
shortage has to do with the increasing 
cost of financing, he said. He explained 
that one way his company is meeting 
this problem is to eliminate reversions. 
These unused commissions, caused by 
orphaned business, instead of reverting 
to the general agent now are trans- 
ferred within 60 days to another 
agent, preferably a new one. 

Mr. Jenkins cited these advantages 
of such a rule: “If you can assign this 
business, with commissions, to a new 
agent he feels he is at least partially 
earning his own way; it gives him a 
sense of being a part of the company’s 
operation and of having something im- 
portant to do; placing orphaned busi- 
ness promptly under service of an 
agent improves the persistency of the 
business; and using reversions to fi- 
nance men is a more valuable way to 
finance new men than to finance them 
entirely on high salaries, which must 
be validated, or on high advances 
which runs him rapidly into debt.” 


New York Life Boosts 
Non-Medical Limits 
As High As $25,000 


New York Life has liberalized non- 
medical limits for several age groups 
and types of coverage. Limits have 
been increased to $25,000 up to age 25 
and to $10,000 for ages 31-35. Limits 
of $15,000 at ages 26-30 and $5,000 at 
ages 36-40 remain unchanged. 

At the same time several plans— 
whole life with seven-year double 
protection, two-to-five year initial 
term-whole life, Income Security, and 
Estate Protector for women—will be 
accepted without medical examina- 
tion. 

The guaranteed insurability option 


March 26, xg Mare 


Urges Pre-Contract 
Training For Succey 


(CONTINUED FROM PAGE 8) 
our agency managers from investiy 
a great amount of money and time, 
duds, and it has let the home office gy 
which agency managers need help j 
recruiting.” 

He explained that when a manag 
puts a prospective agent in pre-g, 
tract training he must complete a fon, 
for the home office and when the ma 
is hired or has been washed 4; 
another form is sent in. This lets t 
home office know how many men th 
manager has in pre-contract trainiy; 
at all times and how the company; 
doing in its recruiting activities. 


One Out Of Four Hired 





“It has taken an average of four me} was. 
in pre-contract training to get one mz} mani 
under contract,” Mr. Leland said jf N. J 
explaining results of his company, Fran 
15-month program. “On the averag} show 
a prospective recruit will take from 3} viou: 
days to six weeks to complete th: 
five-step pre-contract training. If ; 
isn’t completed by then the agency 
manager is contacted by the hom 

. ” gene: 
office. ait 

Pre-contract training tells somethin 

comk 
about the prospective agent, Mr. Le. insu! 
land said. It tests his sincerity abou inve: 


the life insurance business; tells if he 
is willing to sacrifice for a chance t 
succeed; “lets us see if the life insur. 
ance business can get inside him: 
gives us time to see if he is willing t 
study or has forgotten how and doesn’ 
want to learn; lets us see if he ca 
memorize a sales talk and can give it 
with expression, sincerity and prope 
enthusiasm.” 

The speaker emphasized that the 
pre-contract training program must be 
a very definite one, giving the man- 
ager specific guides to follow during 
the training period. 

“With pre-contract training you 
can’t always win,” Mr. Leland said. 
“I’m sure you don’t expect to. The 
thing we all want to accomplish is to 
improve the odds in our favor. Thus 
we can enhance the opportunity for 
success and reduce the opportunities 
for failure.” 





New Indiana Insurer 
Mid-Central Life is being organized 
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Home Office Changes 


Life 

Calvert Hall has 
been elected field 
vice-president. He 
has been executive 
director of sales in 
North Carolina 
since 1958 and will 
now supervise op- 
erations in south- 
eastern U.S. He 
began in insurance 
with Prudential in 
1952, selling more 
than $1 million in 
his first year. He 
was subsequently promoted to division 
manager for the company in Plainfield, 
N. J. During 1959, under his direction 
Franklin’s sales in North Carolina 
showed a 71% increase over the pre- 
vious year. 


Equitable Society 

W. H. Mendell, vice-president and 
general solicitor, has been named head 
of a new law department, which is a 
combination of the law department- 
insurance and the law department- 
investments. 

F. W. Kriney, chief appraiser, has 
been named manager of the _ resi- 
dential mortgage department; J. F. 
Shaak, assistant chief appraiser, suc- 
ceeds Mr. Kriney, and J. P. DeWitt, 
assistant to the chief appraiser, suc- 
ceeds Mr. Shaak. 


North American L.,A.&H. 


Franklin 





Calvert Hall 


G. A. Vogler has 
been _ appointed 
agencies vice- 
president. He ent- 
ered the business 
in 1945 with Mas- 
"= sachusetts Mutual 

* and joined North 
American Life in 
1952. 





G. A. Vogler 


American Investors, Texas 


George P. Marshall has been elected 
chairman and Donald A. Connett pres- 
ident, succeeding to positions formerly 
held by Warren M. Fleming, resigned. 
American Investors was recently made 
a part of the American Investors 
group of Nashville. The parent concern 
is American Investors Corp., which 
owns American Investment Life of 
Nashville and American Investment 
Life of Maryland, while American In- 
vestment of Nashville owns American 
Investment Life of South Carolina. 
Investors Fire of Columbia, S.C., also 
belongs to this group, as do South- 
eastern Fund of Columbia, S.C., an in- 
stallment finance company, and GWG 
Corp., a mobile home sales organiza- 
tion operating in the southeast. Amer- 
Ican Investors Life of Houston was 
organized in 1955 as National Found- 
ers Life. It acquired American Inves- 
tors of Dallas the following year, and 
last year American Investors was re- 
sured by City National Life of Fort 
Worth, and that company at the same 
time changed its name to American 
Investors and moved to Houston. 

American Investors and its life 
Company subsidiaries have unusually 
large boards of directors, consisting of 
Mr. Marshall, who owns a professional 


football team; Mr. Connett, a mort- 
gage banker; Mel Allen, a radio an- 
nouncer; Eddy Arnold, a singer; R. H. 
Brown Jr., president of a bakery; Jim- 
mie Davis, governor-elect of Louisiana; 
T. S. Gallery, a television executive, 
and others. There are also a number 
of associate directors. 


Woodmen A.&L. 


The _ following 
promotions have 
been made: C. W. 
Faulkner from 2nd 
v ic e-president 
and_ superintend- 
ent of agencies to 
vice-president and 
superintendent of 
agencies; H. A. 
Wiebers, assistant 
treasurer to 2nd 
vice-president and 
assistant treasurer; 

E. Thompson, 
comptroller to 2nd vice-president, ad- 
ministration; G. S. Davey, assistant 
secretary to 2nd vice-president, life 
underwriting; J. J. McCuistion, assist- 
ant secretary to 2nd vice-president, 
A&S underwriting; Wayland Mans- 
field, assistant secretary to 2nd vice- 
president, group; Miss R. W. Mann, 
assistant to president to assistant to 
president and_ assistant secretary; 
Glenn Chase, accounting coordinator to 
director of administrative services, and 
Edward Beadle, actuarial assistant to 
staff accountant. 





Faulkner 


Es We 


Connecticut Mutual Life 
D. L. Coffin, president of C. H. Dex- 
ter & Sons, Inc., has been elected a di- 
rector. Dr. David Luchs, assistant med- 
ical director, has been promoted to 


associate medical director and W. J. 
Hoffman, manager of the income 
agreement department, becomes as- 
sistant supervisor, income settlements. 


Mutual Benefit Life 


Howard Mattas has been named 
midwest regional director. Ralph 
Paschke and Larry McGuire have been 
appointed senior training consultants. 
Richard Lange has been named su- 
pervisor of a new department designed 
to study and develop programs for fu- 
ture utilization of electronic proce- 
dures and equipment. 


West Coast Life 


F. A. Nicholson has been appointed 
to the newly created post of agency 
counselor. He retired last year from 
Manufacturers Life as agency super- 
intendent and had been with the com- 
pany since 1927. 

J. J. Borges, manager premium col- 
lection department, has been named 
assistant secretary. 


Teachers 
Walter Mahlstedt, vice-president of 
Teachers Insurance & Annuity, has also 
been placed in charge of the mortgage 
and real estate department to succeed 
Miles C. Babcock, who has resigned. 


Western & Southern Life 
L. J. Byrne has been appointed 2nd 
vice-president. With the company since 
1927, he will serve as life claims di- 
rector. 


Northwestern Mutual 
D. H. Windfelder has been promot- 
ed from assistant superintendent to 
superintendent of securities. 


BENEFICIAL LIFE of Salt Lake 
City has named M. G. Romney and 
Hugh B. Brown to the board, and 
Joseph F. Smith and O. W. Adams to 
the executive committee. Named as- 
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sistant vice-presidents were J. M. 
Larson, M. E. Jenson, Palmer Cundick 
and G. I. Cannon. Newly named as- 
sistant secretaries are W. E. Beames 
Jr., O. R. Gardner and H. H. Smith. 


MICHIGAN LIFE has appointed 
W. D. Zell a group account executive. 
He was with Provident L.&A. E. A. 
Jacob has been named vice-president 
and assistant treasurer; F. A. Williams, 
vice-president and mortgage depart- 
ment manager; H. A. Bell, superin- 
tendent of agencies; R. E. Smith, agen- 
cy service coordinator, and R. E. Olson, 
associate actuary. 


MUNICH AMERICAN REASSUR- 
ANCE, life affiliate of Munich Rein- 
surance, has appointed Richard C. 
Blanton Jr. as executive vice-presi- 
dent. He has been vice-president and 
actuary of United American Life. 


NORTHWESTERN LIFE of Seattle 
has appointed R. G. Engel executive 
vice-president and director of agen- 
cies. He has been with Sunset Life 
and Equitable Society. 


PACIFIC NATIONAL LIFE—W. 
M. Roth, former finance vice-president 
Matson Navigation, succeeds R. H. 
Peterson as board chairman. J. F. 
Coonan, Mandrel Industries; F. W. 
Ackerman, Greyhound Corp., and J. 
L. Merrill, Merrill Co., have been 
named to the board. 


PATRIOT LIFE has appointed A. 
L. Knaub as vice-president for sales. 
He has been assistant superintendent 
of agencies for Connecticut General. 


PENINSULAR LIFE—J. H. Quari- 
tius has been named executive vice- 
president and Mrs. Susan Y. Skipper, 
assistant secretary. 


ACADEMY LIFE of Colorado 
Springs has appointed P. E. Huff presi- 
dent. He has been financial director of 
National Farmers Union Life. 
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a future that now can be yours 
AS A GENERAL AGENT 


of the Central Standard Life Insurance Company 


A NEW CAREER CONTRACT 


Completely Vested Renewals for the 
premium paying period of the policy 


Substantial Override for General Agents 


Accident and Sickness Plans — 
“Your partner for Life” 


High Value Low Premium Life Plans 
Top First Year Commissions 


OFFERS YOU — 


With Central Standard You Enjoy 


* working with an agent-agency 
building organization 


* company sponsored education 
* tested-proven direct mail aids 
* liberal underwriting 





“‘The secret of success is Constancy to Purpose” 


Benjamin Disraeli 


Our success has been achieved with our career men and women. 


See for yourself—Write or wire today for your 


In Force: $357,405,420 


“new approach” agent’s kit. Get full details by 


contacting your local Central Standard General 
Agent or: John M. Laflin, Vice President and 


Agency Director. 


Assets: $107,284 ,880 
Surplus: $14,591,874 





CENTRAL STANDARD LIFE 


Founded 1905S 


INSURANCE COMPANY 


211 W. Wacker Drive Chicago 6, Illinois 
Life - Accident - Sickness 
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Changes In The Field 


Bankers L.&C. 

Bankers Life & Casualty has re- 
entered the state of Georgia. A branch 
office has been set up at Atlanta with 
Rhea D. Crow in charge. He has been 
with Bankers L.&C. since 1948, and 
most recently has been manager at 
Hempstead, N. Y., of Manhattan Cas- 
ualty, an affiliate of Bankers L.&C. 
Bankers L.&C. a few years ago was 
doing business in Georgia. Its depar- 
ture from that state was a colorful 
insurance incident which involved in- 
dictments and extradition suits. Feel- 
ings ran so high that President John 
MacArthur of Bankers L.&C. had to 
avoid entering Georgia to keep from 
being arrested on an indictment that 
was brought by Commissioner Zack 
Cravey. Mr. Cravey was so unhappy 
with Bankers L.&C. that he had de- 
partment officers stationed across the 
border from Tennessee respond to a 
Bankers radio ad. When a salesman 
unknowingly went into Georgia from 


Tennessee he was arrested, but Mr. 
MacArthur got him off on the ground 
that he had been lured into a com- 
promising situation. 


Ohio National 


R. G. Guthrie and R. S. Howard Jr. 
have been appointed regional super- 
visors at Cincinnati and Detroit, re- 
spectively. Mr. Guthrie will service 
Ohio, Kentucky and southern and cen- 
tral Indiana. Mr. Howard, who has 
been with Bankers L.&C., will super- 
vise Michigan, Illinois and northern 
Indiana. 


Crown Life Of Canada 


Crown Associates, 208 South La 
Salle Street Chicago, has been appoint- 
ed managing general agent for the 
company for Greater Chicago. R. C. 
Fagan, president of Crown Associ- 
ates, was formerly with Sun Life of 
Canada in the Chicago area for 12% 
years, most recently as manager in 
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“He hung up! That wouldn’t happen if we had Anico’s line 
of competitive policies and unique specials.” 


OPENINGS EVERYWHERE IN 
TERRITORY FOR REPRESENTATIVES, 
BROKERS AND SPECIAL BROKERS 


Inquiries about these or other open- 
ings for those with special qualifi- 


Econ-0-Master Family Policy 
Econ-0-Parent & Children Plan 
Ladies Special Policy 
Preferred Premium Life 
$25,000 Executive Special 
Gtd. Renewable A & H and H&S 
Policies 
Non-Medical to Age 45 
Annuity Conversion Rider (free) 
Equity Builder Policy for Pension 
and Profit-Sharing Plans 
(As about other specials) 





cations and experience will receive 
prompt attention and answer. For in- 
formation address: 
OF SALES 


AMERICAN NATIONAL 
INSURANCE COMPANY 


COORDINATOR 


GALVESTON, TEXAS 


OVER 5 BILLIONS OF 
INSURANCE IN FORCE 


suburban Oak Park. He is currently 1st 
vice-president and a director of West 
Suburban branch of Chicago Assn. of 
Life Underwriters. 


Mutual Benefit Life 


H. E. Riser has been appointed 
district group manager of the new of- 
fice at Dallas. He has been with New 
York Life at Indianapolis and John 
Hancock at Detroit. 

T. R. Baird, recipient of a scholar- 
ship awarded by the company during 
his junior year at Michigan State Uni- 
versity, has been appointed group rep- 
resentative at Atlanta. 


Monarch Life 


Joseph A. Blake Jr. has been named 
life and A&S manager for the west- 
ern department of the Springfield- 
Monarch companies. Mr. Blake, who 
has been with Monarch Life at Chi- 
cago since 1958, will have his head- 
quarters there. 


Equitable Society 
Francis X. Queally, unit manager 
at Hempstead, N.Y., has been appoint- 
ed manager at New York City to suc- 
ceed Horace H. Wilson who has been 
elected a vice-president. Mr. Queally, 
a CLU, is secretary-treasurer of Long 

Island Life Underwriters Assn. 


United Benefit Life 
E. E. Cowart has been appointed 
manager for Wyoming at Cheyenne, 
succeeding R. L. Jennings, who be- 
comes general agent for Wisconsin. 
Mr. Cowart has been western regional 
supervisor. 


Occidental Of California 


R. R. Reticker has been appointed 
assistant manager in the Chicago La 
Salle Street office. For 18 months he 
has been a general agent at Chicago 
for Berkshire Life. 

L. E. Whaley, assistant manager at 
Pasadena since 1957, has been named 
manager there. 


Pacific Mutual Life 


The company has appointed three 
managers: W. S. Cremen at Washing- 
ton, D. C.; J. M. Sullivan, Philadelphia, 
and George Streisfield, Downey, Cal. 
They have been with Central Life of 
Des Moines, Bankers Life of Iowa, and 
Metropolitan Life, respectively. 


Franklin Life 


D. W. Bonaguidi, Des Plaines, IIl., 
has been promoted to general agent. 
He has been with Franklin since 1946. 

W. W. Ring, High Point, N. C., has 
been appointed district manager for 
Guilford and Davidson counties. 


Monumental Life 
Charles Freiberg has been appointed 
general agent in Philadelphia. The Co- 
hen Baxter agency, whose principals 
are Louis and S. M. Cohen, has been 
appointed general agent at Kansas 
City. 


Southland Life 
Three field assistants have been 
promoted to assistant manager: L. 
W. Jinkins, Fort Worth;. J. H. Kidd, 
San Antonio, and H. W. Wilson, Hous- 
ton. 


W.O.W., Omaha 
B. L. Vande Linde has been appoint- 
ed manager for New Mexico at AIl- 
buquerque. 


Kansas City Life 
L. E. Madden is retiring as general 
agent for Wisconsin April 1. He joined 
the company in 1924 and has been a 


h 
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general agent since 1925. He has H 
ceived the National Quality Award \g** °" 
times and is a life member of MDR « 
He plans on dividing his time betwefpetting 





Florida and Wisconsin and will refpmploys 
resent the company in both states, — Mr. " 
jental 





Pan-American Life spout la 

Fred M. Garner has been appoint) “We 
general agent at Little Rock to sypimit of 
ceed Garland Richardson who will pjis fairly 
main with the agency and devote },pmore t 
full time to personal production. jegislati 
Garner has been with Union Life, [least ir 


Western Life, Helena =" 


W. H. Benedict has been appointy Possil 
group sales and service manager x ay s 
Seattle for Washington, Oregon ayp™ ; 
northern Idaho. He has been with Pa}'2"*es 





Revere Life since 1956. eo 
Bankers Life Of Fla. wn 
Alfred S. O’Neill, president of Wi. ane 
liam J. Green Jr., Byrne & O'Neill Co} nsib’ 
has been appointed general agent x i age 
Philadelphia. He is a member gf Concé 
MDRT. poup 
y € 
State Mutual Life employ 


G. T. Johnson has been appointed he is U 
manager at Kansas City. He has been}multip 
with Great-West Life at Des Moines} the pub 


CANADA LIFE—Appointed general “lf : 
agents are M. A. O’Brien at St. Pau}‘#™° 
with W. W. Fricke in charge of the)! the 
life department, and L. C. Ostrer gf! S44 
Associates at New York City, myjdvante 
Ostrer was previously with the com-)°™P!Y 
pany as an agent. Employ 


MASSACHUSETTS INDEMNITY] 2M 
& LIFE has appointed D. B. Lawles}of emp 
brokerage manager of the Troll agency }‘!-€™P 
at Kansas City. He was with Penn Mv. |? single 
tual there. He t 


insuran 

MAINE FIDELITY LIFE has ap- jis still 

pointed I. J. Radville, general agent] «phi; 

at Hartford, as regional superintendent | sig Mi 
of agencies for Connecticut. 


impact 
GIRARDIAN—O. M. McGee ba|i™™ % 
been appointed regional manager for mee ge 
portions of Ohio and Michigan. He has 

been in the business since 1926. 
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CALIFORNIA LIFE—S. L. Davis, 
Fairbanks, has been named general 
agent, the company’s first such ap- 
pointment in Alaska. 


INTERCOAST MUTUAL LIFE- 
Lawrence Wagnon has been appointed 
district group manager of a new office 
at Portland, Ore., which will open 
April 1. 


GOVERNMENT PERSONNEL MU- 
TUAL has appointed as general agents 
P. V. French at Key West and J. D. 
Gambill at Honolulu. 


Agency 
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Great Southern Raises 


Non-Medical Maximum 


Great Southern Life has raised its 
non-medical limits. career 
Appiicants aged 0 to 30, inclusive,{ He 
will be considered non-medically fot junderi 
a maximum of $25,000 of new insuI- lew ca 
ance. The maximum is also available knt ind 
to non-medical policyholders who have fn ade 
had such insurance in force five ses individ 
but wil! be reduced by the face amoun Lists F 
so issued. 
| Awa: 
bout ji 
tgent’s 
EY enu 
bpinion 
Pxtraol 


Applicants aged 31 to 40, inclusive, 
will be considered for $10,000 non- 
medical insurance, subject to reduc- 
tion by any such non-medical coverage 
issued within the previous five years. 

Also, the standard fee for life ex- 
amination by approved medical exam- 
iners has been increased from $7.50 t0 
$10. 
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_H. Tookey Tells Position On Mass Sales 


I 







iber of MDRr (CONTINUED FROM PAGE 2) _ as a factor in collective bargaining by 
s time betweafpetting his insurance paid for by his unions. 
and will refemployer?” 2. The great increase in the working 
both states [— mr. Tookey emphasized that Occi- force. 

a ental has never been enthusiastic 3. General adoption of group life 
n Life spout large amounts of group. coverage on installment purchases. 


Deen appointe 

Rock to sy, / 
n who will pfs fairly apparent that the public wants 
and devote jifmore than this and that restrictive 
roduction, yflegislation would not be acceptable, at 








“We think that there should be a 
‘Himit of twice salary,” he said, “but it 





4. The entry of many large com- 
panies into the group field for the first 
time. 

“Part of the public demand for group 
insurance,” said Mr. Tookey, “has come 
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Inion Life, [east in the large industrial states. pri ln n g y y 
lele yemanded By Agents field men have done over the past 

ae eas . 7, 
‘ _ | possibly the intense competition in Y¢4S- 
—- — oday’s insurance market does lead to Hard To Buy Enough 
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one ee the — i ba “You (the field) have educated the 
in y system, , 
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impact on the earnings of the full- 


Agency System ‘Too Tough’ 


too tough and too vital to be destroyed 
or seriously damaged by the impact of 
the definitely limited field of mass cov- 
\rage,” Mr. Tookey told his audience. 


mass coverages have a very restricted 


function of the full-time producer of 
brdinary insurance,” Mr. Tookey is 


in addition to whatever group the 
individual has already.” 


Lists Four Factors 


bout inroads of mass coverage on the 
Sent’s natural sales market, Mr. Took- 
FY enumerated four factors that, in his 
pinion, have largely accounted for the 
fMtraordinary increase in group insur- 
Fice in the 1949 to 1954 period: 


public to want adequate coverage. 
Under present circumstances it is hard 
for an individual to get as much insur- 
ance as he needs and wants because 
the cost is too high. If he can get 
some additional coverage at lower cost, 
he wants it. 

“In a free economy there must be 
some room for experimenting. Every 
day, I see companies experimenting 
with plans, which after nearly 40 years 
of underwriting, I feel sure are a 
waste of time. 

“Isn’t it better to let people learn 
the hard way than to hedge them 
around with prohibitions? How do we 
justify our conception of free enter- 
prise in this western world if we pro- 
hibit what my very dear friend, the 
late Ed Whittaker, said was the sixth 
American freedom—‘the right of every 
man to make a damn fool of himself’?” 


Cites Job To Be Done 


Taking cognizance of the publicity 
received by his company in connection 
with certain mass coverage matters 
and because it has been a leader in 
the sale of term insurance, Mr. Tookey 
gave this concept of the job that the 
insurance industry must do to serve 
the public: 

“1, We believe that the companies 
must provide the type of insurance 
that the public wants. 

“2. We believe that the industry 
must be very careful in supporting any 
kind of legislation which will prohibit 
types of insurance for which there is 
public demand. 

“3. We believe that many of the 
fears that have been expressed as to 
the effect of various types of mass 
coverage on the American agency sys- 
tem are ill-founded or, at least, very 
much exaggerated. 

“4. We are ardent supporters of the 


Tookey commented. 

“However, many of these are prac- 
ically forced on the companies by 
their own agents,” he said. “Just 
where does the company’s first re- 
sponsibility lie? Is it not to -protect its 
own agents?” 

Concerning the lateral extension of 
group insurance—extension of group 
to other than employes of a single 
employer—Mr. Tookey declared that 
he is unable to see any reason why 
“multiple employer groups are not in 
the public interest.” 

“If they are not able to offer the 
same benefits to their few employes 
that their larger competitor can offer,” 
he said, “they are at a competitive dis- 
advantage in obtaining and holding 
employes.” 

Employes’ Associations O.K. 


In Mr. Tookey’s opinion, associations 
of employes are just as much employ- 
a-employe groups as the group under 
a single employer. 

He believes the use of group life 
insurance for professional associations 
is still in the experimental stage. 
“This type of group or ‘wholesale’,” 
said Mr. Tookey, “would have no great 


time life insurance underwriter if 
limited in amount. Actually, the per- 
centage participation in plans of this 
type seems to be low. 

“There are many problems involved 
in mass coverage of professional as- 
ociations as brought out in the actuar- 
ial report to a certain county medical 
ociety. I think this is the right way to 
(ppose questionable groups and much 
more constructive than passing laws 
prohibiting such coverage.” 


a ~ 


The agency system is “too strong, 





Amezican Na?l. Reduces 


5, 10-Year Term Rates 


American National has reduced its 
5 and 10-year convertible term rates, 
effective March 15. New rates are es- 
tablished on a bracket basis to reflect 
savings in issuance cost on _ higher 
amounts as well as improved basic 
mortality. 

Substantial reductions are general 
for all ages of issue. At age 25 the 
new annual rate for a $5,000 5-year 
term is $4.98 per thousand and for a 
$10,000 policy $4.51. At age 35 the 
$5,000 rate is $6.06 per thousand and 
the $10,000 rate $5.40. Similar reduc- 
tions have been made for the 10-year 
convertibie term plan. The new an- 
nual rate for age 35 for a $5,000 policy 
is $6.82 per thousand and for a $10,000 
policy $6.21. 

The reductions in rate are being 
made without reduction in the estab- 
lished commission scales of agent and 
broker contracts. — 


In addition to his conviction that 


ise and “cannot possibly replace the 


anguine about the future role of the 
areer life agent. 


He believes “the public is woefully 


nt individual insurance is not needed 


Aware of the field’s great concern 


1. The adoption of group insurance 
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American agency system and do not 
favor any form of direct writing. There 
may appear to be exceptions from time 
to time in the field of mass coverage.” 

The exceptions, according to Mr. 
Tookey, come in cases where it is 
difficult to justify commissions to the 
buyer because no service was rendered 
by any broker. 

“Our rules, as recently announced in 
a letter tu California brokers and 
underwriters,” said Mr. Tookey, “are 
as follows: We make our quotations on 
all new cases subject to appointment 
of a broker. If no broker is appointed 


we will not write the case. Howeve., 
we realize that the principal may pay 
the broker a fee in lieu of commissions 
or ask us to pay such a fee. In the 
latter case, the payment is technically 
a commission. 

“On cases which have been more 
than 10 years in force and commis- 
sions paid during that time, we reserve 
the right to change or amend or 
increase coverage without requiring a 
broker to be named. 

“On pension plans we may quote 
without commissions through a quali- 
fied actuarial firm.” 























‘“‘To a Milder Clime”’ 


WALTER HASKELL HINTON 








In 1751 Lawrence Washington, George Washington’s half-brother, be- 
came ill and his doctor advised him to spend the winter at the Barbados 
Islands. George went along as his companion. In 1752 Lawrence died: 
and George inherited Lawrence’s Mount Vernon estate. 


This reproduction is one in a series of eleven original oil 
paintings by Walter Haskell Hinton which portray 
little-known events in the life of our Country’s first . 
president, George Washington. 


A booklet containing full-color reproduction of all 
eleven paintings is available upon request. In addi- 
tion, we hope you will visit us and view the original 
paintings which hang in our Home Office Gallery. 
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doctors expect a complete recovery. 
Alden F. Jacobs, LOMA treasurer, will St k 
¥ & deliver the welcome address. at Oc S§ NA 
Ed storia omment LOMA’s debit insurance forum in New 
Orleans, April 28, in Mr. MacDonald’s 
place. By H. W. Cornelius of Bacon, Whippie & ¢, patter 
, ‘ 7 2 135 S. La Salle St., Chicago, March 22, 19q f spec 
Ronald Stever, general agent for Bid 
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to the indigent, then let ’em buy in- ing against the cost of drugs than to ing at $1.5 million for modernization Commonwealth Life. i. : ins “ 
surance, is the advice of Dr. E. Gifford pay an insurance company to act as a anda new building. Connecticut General .. 351 355 emp 
Upjohn, president of the Upjohn phar- middleman in the trading of dollars. oe 7. it | Again 
maceutical firm. Another aspect of the cost of han- H. G. Kenagy, retired vice-president Great Southern Life : The 

Dr. Upjohn was reported by the dling such a policy is that it has Of Mutual a Life and currently par Life — 2021 E mend 

Chicago daily papers as saying at a already been found under major medi- SS0ciate professor of business admin- ot nae Aan agama ad ge 
‘ : : k of which pre- ‘Stration at Texas A.&M., has been /‘- poi ae mm pepe ratesses 6 

meeting that for most patients the cost cal that keeping track o p ife PMIREREES ices cat sncsninscscscssienk 19 » | howe\ 

i d ’t off scription drugs are actually that in- 3PP ointed by the Temas governer's O6- tin ot tages 50’ gE “It 
of paying for drugs doesn't offer a P _ : visory committee on aging as chair- Lincoln National Life .. 236 ow Pat 
serious financial problem, “but for the volves considerable checking, record man of a subcommittee on the study National L. & A. wo... 111 a 0 
unfortunate few having low incomes, keeping, etc. A number of items, such of population trends, research and Piaigs aoe ness is 14, ica 
all costs, including drugs, are a serious as expensive vitamins, have been turn- training of the aging. ai ae ~ 2 ® -_ 
problem. For them, voluntary insur- ing up as prescription drugs. Admini- Old Line Life ......ccrenen baa GF ” ll 
ance is the best solution.” strative cost in allowing or disallowing a ene Life ... es a % bs oi 

Most insurance men would question various drugs is becoming a significant D th pos aac og a *., ® pd 
this idea as a solution at all, much less item. Then, the general public some- ea § oe 81% 8 be les 
the best. Dr. Upjohn’s advice is grat- times seems to have the idea that the bag ag - ‘ae ~~ = that \ 
ifying evidence of his trusting faith in insurance companies have all the Washington National .......000000 51 be the T1 
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—but it hardly testifies to his knowl- on the bill. tendent of agents of Atlas Mutual Life, LIAMA’ M ———T mend 
edge of insurance principles or insur- In the case of a drugs-only policy, died. He entered the business in 1929 Ss anagement po “ 
ance merchandising. the chances for real abuses in this with Empire L.&A. and joined Atlas Conference Elects a. 

What is usually forgotten by people direction are easy to visualize. This, of Mutual as an agent in 1945. He be- R As Chai poe 
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all is that insuring for relatively small pense to the company. Eventually an JOSEPH R. GLENNON, 54, chief and director of Tvooncion” ar appeal 
indemnities on risks that are fairly even higher premium would be needed deputy director of the Illinois depart- American Life of Chicago, hes bal the w 
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LIFE INSURANCE EDITION 


WALU Against Jumbo Cover Tax Shelter 


(CONTINUED FROM PAGE 4) 
ern of taxing the excess above a 


att 
specified limit (in Canada $25,000), 
so that instead of computing the 


amount taxed to the employe on the 


'f pasis of the whole group’s average 


age, the cost of any excess amount of 
insurance would be computed for each 
employe at his attained age each year. 


Against Taking The Lead 


The committee strongly recom- 
mended against taking the initiative 
in getting group premiums taxed, 
however. 

“It would be completely inappro- 
priate—particularly in view of the 
possible adverse public relations re- 


‘| percussions—for NALU to take the 


lead in proposing the above or any 
other tax approach to the Treasury 
Department or Congress,” the report 
states. “At the same time’ we would 
be less than honest if we did not say 
that we would be most interested in 
the Treasury Department’s reaction to 
such a plan. Moreover, we do recom- 
mend that NALU should not oppose 
any action that may be taken at the 
federal level to tax group term life 
insurance premiums along the lines 
that we have suggested. 

“In the meantime, we once again 
appeal to those companies engaged in 
the writing of jumbo group term life 
coverages to do a further job of 
‘soul-searching.’ Quite aside from the 
question of whether such coverages 
are in the best interests of the em- 
ployes concerned or the life insurance 
industry itself, we think it ironical 
that many such companies, while pur- 
porting to recognize the admittedly 
grave dangers of continuing inflation, 
are themselves helping to feed the 
fires of inflation by reason of their 
undue preoccupation with the sale of 
jumbo group term life insurance.” 


Fears Federal Regulation 


Mr. Benson based his opposition to 
the foregoing portion of the report on 
the ground that such a course would 
be “non-feasible and unwise.” He said 
he had always been for the 20/40 
limit and worked for its passage in 
Ohio, where it now is law. He opined 
that as a matter of policy NALU should 
not admit being unable to solve the 
problem at the state level and instead 
go to the federal government to ask 
it to use its police power to solve the 
problem. Such a course might open 
the Pandora’s box of federal regula- 
tion, he warned. 

Mr. Benson confessed he did not 
have a solution but he expressed a 
strong belief in the unwisdom of seek- 
ing the Treasury’s assistance in im- 
posing a tax penalty on jumbo group 
—or even in acquiescing in the tax. 
He said such a tax would be in the 
nature of an ex-post-facto levy on 
those who had counted on group life 
Msurance in their estate building 
plans. 


Denies It Would Be Retroactive 


Mr. Fluegelman denied there would 
be anything ex-post-facto about such 
a tax. He conceded it would not be 
an ideal solution but he knew of no 
better one, and if there should be any 
Tepercussions the committee believes 
they will be solely on the shoulders 
of the companies writing jumbo group 
Policies. 

R. Edwin Wood, Phoenix Mutual, 
San Francisco, NALU trustee, denied 
that solving the jumbo group problem 
by the tax route would encourage fed- 
tral regulation. He said it is not a 


ViNM 


problem of state vs federal law, be- 
cause it is the federal tax shelter for 
jumbo group that acts as an artificial 
stimulus to the purchase of jumbo 
group, and this is something that can 
be remedied only by federal legisla- 
tion. Group insurance was not in- 
tended for the $200,000 a year execu- 
tive, he said. 

“I think if the tax shelter were elim- 
inated a large proportion of jumbo 
group would disappear,” he said. 

Harry K. Gutmann, Mutual of New 
York, New York City, president of the 
New York state association, opined 
that the companies themselves are di- 
vided. 

“Maybe most of them would wel- 
come this as a solution to the high 
limits problem,” he suggested. 


Would Employ Expert 


Discussing the report’s section on 
lateral extensions of group life, Mr. 
Fluegelman said that association group 
plans are not really cheap insurance, 
since it works out to the insurables 
covering the uninsurables in the plan. 
The committee report recommends 
continued opposition to association 
group or other association mass cov- 
erages, and also undertaking an inten- 
sive program to educate both agents 
and the public on the weaknesses of 
such coverage. 

To lay the groundwork for such a 
program, the report recommends that 
NALWU first émploy an actuary and/or 
other qualified expert to do the need- 
ed research, including particularly the 
costs involved in such plans and the 
adequacy of the protection afforded. 
He would also investigate the extent 
to which association plans have failed 
in the past and reasons behind such 
failures. 


Other Objections Listed 


Other recommendations of the com- 
mittee were continued opposition to 
group life on mortgagors, and opposi- 
tion to the following types of cover- 
age: 

—Coverage on dependents of in- 
sured employes. 

—Multiple-employer groups where 
the employers are grouped together by 
reason of being customers of the mas- 
ter policyholder. 

—Coverage for the employes of mul- 
tiple-employers where the employers 
are associated solely by reason of com- 
mon membership in a local chamber 
of commerce, manufacturers’ associa- 
tion or similar organization. 


More Bosses Than Workers 


—Multiple-employer groups cover- 
ing more proprietors than employes. 

—Groups of fewer than 10 lives. 

—Coverage for installment purchas- 
ers of mutual fund shares and other 
securities. 

—So-called “double-dollar” plans, 
under which depositors in banks or 
other institutions are insured for 
amounts equal to their deposits in 
such institutions. 

—Group life insurance made avail- 
able in redemption of trading stamps. 

—Group coverage of savings ac- 
count depositors for the proposed ul- 
timate savings goal less the amount 
of deposits to date. 

—Writing of group insurance in any 
case where regular commissions are 
not actually charged and collected. 
This does not mean that commissions 
would always have to be paid, as there 
might be circumstances in which pay- 
ment would not be warranted. 


25 





HOW TO BECOME WEALTHY 


Sudden wealth is a rare thing, hoped for by many, 
experienced by few. 


For most of us wealth, or a state of affluence, arrives 
gradually —the result of many little things that finally 
accumulate to a sizable total. A dollar saved here, an 
extra dollar earned and invested there, none of them 
much in themselves. But they do add up until one day, 
lo and behold, you're on a financial easy street, 

hardly recognizing the moment you arrived there. 


Occidental’s Lifetime Renewals are among the 
important things, individually small but sizable in 
total, that can speed your arrival on easy street. They 
constitute income that normally stops after the 10th 
commission year. If you're not now getting them on 
your surplus business, they'll come as a gift—one 
that continues year after year. 


If you aren't expecting to become wealthy within the 
week, call us for the simple requirements to qualify 
tor Lifetime Renewals. We pay brokers 3% on most 
life plans and 5% on most A&S plans after the 

10th year. 


(Lifetime Renewals may not amount to a fortune, 
but they cam be a start.) 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/W. B. Stannard, Senior Vice President 


(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 
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opportunity. 


HOME OFFICE DIVISION SUPERINTENDENT 
MICHIGAN - INDIANA 


2 pwn experienced man to take over this territory, which is not 
new, but has tremendous development possibilities. Requires 
ability to recruit and promote general agents. A 25 year old company 
($33 million in assets) that specializes in all forms of life (no A & H) 
and also offers the public, through a subsidiary (an investment trust). 
a unique savings and retirement program consisting of guaranteed 
and equity dollars—the answer to the variable annuity dilemma! This 
new and unusual program, supported by a complete and modern set 
of sales tools, has a proven sales success record of almost four years. 


Should be acquainted in territory and between ages 35-50. Guar- 
anteed income plus bonus and travel expenses—an unlimited earning 


For confidential interview with Home Office agency executive send 
name, address, present company, position, family status, age, educa- 
tion, and experience last 10-15 years to: 


Box N-14, c/o The National Und-rwriter Co. 
175 W. Jackson Blyvd., Ch’cago 4, Ill. 
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NALU Shows Concern About Mass Coverag|A9¢ 
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(CONTINUED FROM PAGE 1) 
underwriter from being adversely af- 
fected by the no-limit and association 
group on the one hand and by ex- 
pansion of social security, the danger 
of passage of Forand-type legislation 
and reopening of the sale of NSLI on 
the other—to stop the disastrous trend 
toward term and excessive group that, 
in my opinion, is seriously undermin- 
ing the vital concept of life insurance 
as property.” 

At the group committee meeting, 
Mr. Hendley pinpointed the expansion 
of association group as the “No. 1 
problem.” He said the men in the 
field are beginning to wonder if the 
companies themselves have not lost 
faith in permanent life insurance. 

Another symptom of the agents’ at- 
titude was the national council’s en- 
dorsement of the group committee’s 
report containing a specific recom- 
mendation that NALU not oppose any 
Treasury or congressional effort to 
tax group insurance premiums as in- 
come to the employe when coverage 
exceeds “reasonable” limits. R. Edwin 











NEW ORLEANS AGENCY OPPORTUNITY 


. . « for qualified man with successful supervisory experience to head established 


Includes all lines of Life, Acci- 





Life Agency of large, progressive Eastern 
dent and Health, Group coverage. Excellent financing plan and training program 
for agents. If you have field supervisory experience and believe you are ready for 
your own agency, write giving complete resume of your background. Your reply 
will be kept in strict confidence. Reply to: Box M-74, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 
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INDUSTRIAL ACTUARIAL 
OPPORTUNITY 


A major midwestern manufacturing firm 
with extensive employe insurance plans for 
comprehensive medical programs, life in- 
surance, group term life insurance, dis- 
ability benefit plans, group hospital plans, 
retirement plans including pensions, c7n 
tributory and non-contributory annuity 
plans—as well as related problems in indus 
trial accident compensation, unemployment 
compensation, including supplemental un- 
employment benefits—is seeking inquiri2s 
from actuaries desirous of assuming a7 im 
portant actuarial post in the indus'rial 
field. 

The ideal candidate is probably in his 
thirties, a Fellow rather than an Associa‘e. 
capable of planning, performing resear-h, 
and establishing required controls; capable 
of cooperating with management science 
personnel and utilizing computer resources: 
with a potential for becoming a princinal 
source for management quidance includ- 
ing counsel and advice in labor contract 
negotiations. Salary dependent upon qual- 
ifications. 

Inquiries will be k>pt confidential and 
should be accompanied by a life resume 
including educa’ion and employment hi-- 
tory to be sent to: Box N 32, c/o The 
National Underwriter Co., 175 W. Ja-k- 
-a9 Bhd. Chicago 4, Ill. 





GROUP ANNUITY 
ACTUARY 
Phoenix Mutuc! 


Executive position as head of group annuity 
depariment, with fu'l responsibility for devel- 
opment. Position requires a Fellow of the So- 
ciety of Actuaries. Offers opportunity to work 
in progressive atmosphere in city noted for 
good living and cultural advantages. Replies 
held in confidence. Write to: Vice President 
and Actuary, Phoenix Mutual Life Insurance 
Company, Hartford 15, Connecticut. 








CONSULTING ACTUARY 


A National Pension Consulting Firm has excel- 
lent position available in Midwest for a ca- 
pable actuarial student or Associate. Wide 
variety of work in consulting field with sub- 
stantial number of clients in diverse industries. 
Previous pension experience desirable but not 
prerequisite. 

Please submit resume of background and expe- 
rience to Box N-29, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, 
ill. Correspondence will be treated confiden- 
tally. 


EXCELLENT OPPORTUNITY 
FOR GROUP MAN 


Salary consistent with experience and abil- 
ity. Participation substantial pension plan 
and group welfare program. 

Headquarters in Indianapolis for work 
in Indiana and Ohio. 

Established life and multiple line agency 
plant of St. Paul Fire and Marine Insur 
ance Company, St. Paul Mercury Insurance 
Company and Western Life Insurance 
Company. 

Address reply, wih complete informa- 
tion on personal and business background 
(with photo if available) to: 


GROUP DEPARTMENT 


WESTERN LIFE 
INSURANCE COMPANY 


Helena, Montana 





GROUP MANAGER 
Progressive southeastern life insurance 
company seeks GROUP MANAGER to de- 
velop business from one-man field office 
in prominent southern industrial center. 
If you are an experienced group man un- 
der 35 and enjoy responsibility, write in 
detail giving education, e: ence and 
last salary to Box N-12, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 














EXECUTIVE 
ACTUARIAL POSITICN 


A well esta'slished, life insuranc? company 
with Home Office in New York City and 
close to $300 Mil'ion in force has an op- 
portunity for an Associate or r>cent Fellow 
of the Socieiy of Actuaries. Group Life 
experience is desirable but not essential. 
opportunily for 


There is an_ excellent 


growth on a management level. 


All replies will be handled in the strictest 
of confidence. Write for an appointment 
to: Box NY-29, c/o The National Under- 
lv. Dept., 17 John St., New 


writer Ce A 


York 38, N. 





SAN FRANCISCO OPPORTUNITY 


One of California's largest A & S agencies is 
seeking qualified production manager. Nation- 
ally known and highly respected company offer- 
ing group, franchise and individual policies 
through established agents and brokers. Enter- 
prising man between 35 and 45 with sufficient 
experience and proven success record will re- 
ceive adequate salary and ample incentive. 
Please give full information regarding back- 
round which will be treated confidentially. 
eply Box N-7, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


LIFE INSURANCE ATTORNEY 
Leading Casualty-Fire-Surety Company has 
opening in its legal department for an at- 
torney evperien-ed in life insurance law. Age 
range 30 to 40. Salary commensurate with 
ability. Pension and other benefits. All replies 
confidential. Send resume to Box N-2!, c/o The 
National Underwriter Co., 175 W. Jackson 
Bivd., Chicego 4, I'l 








WANTED MODIFIED GENERAL AGENCY 
for state of Maryland, with Baltimore as cen- 
ter. Proven past record of production. In- 
terested in building agency organization for 
progressive agency minded co. Past experi- 
ence and ability wil! justify your inquiry 
Write Box N-28, c/o The National Underwrite- 
Co., 175 W. Jackson Blvd., Chicago 4, Ill 














A&S CLAIM ADJUSTER 


This opening offers exceptional opportunity for 

future advancement for young man 25-30 with 

two or more years accident and sickness c 
rience. Prominent Midwest com 


Send complete resume and salary uirement 
.M-76, c/o The National Underwriter 
Co., 115 W’-Jackson Blvd., Chicago 4, Ill. 





ACTUARY WANTED 
‘Fellow, Associate or experienced student. Ex- 
panding consulting firm in pleasant suburb of 
Detroit. Work directly with clients. Good sal- 
ory, fringes and profit sharing. J. H. Daoust 
& Co., 24820 Michigan Avenue, Dearborn, 
Michigan; CRestwood 4-1750. 
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Wood, Phoenix Mutual, San Fran; 
co, NALU trustee and chairman 
the agents activities committee, y,, 
the employing of an expert to mak 
study of association mass coverage, 
that a report could be distributed 
state legislatures and to associati, 
considering buying such plans. 
President Hendley said he had «. 
ery confidence that the board of tp, 
tees would take “appropriate actic; 
on this after the council meeting. p, 
trustees meeting was scheduled : 
later in the week. 
The concern over industry  trepj 
was apparent in the questions at 4), 
agents forum, addressed by Clarem 
Tookey, actuarial vice-president of 0, 
cidental Life of California, and Hap 
K. Gutmann, Mutual of New Yq 
New York City, president of the Ne 
York state association. Mr. Tookey; 
talk indicated plainly that he fe 
many of the newer companies are g04 
ing to unwise extremes but he ak 
felt it would be unwise to try 
resort to legislation to prevent the’ 
making mistakes. He opined th 
group inroads would prove mutch le 
serious than the agents fear. 
David M. Blumberg, Massachusett 
Mutual, Knoxville, Tenn., chairman ; 
the functions and activities commit 
tee, reported that his committee re 
ommended eliminating the midye 
meeting of NALU after the next ty 
midyear meetings have been held. Tk 
proposal will be voted on at the a. 
nual meeting in Washington. 










Report On Final Drive 


John Donohue, Penn Mutual, Balti. 
more, building fund committee chair. 
man, and Eber Spence, campaign 
director, reported on the progress o 
the final drive to raise money to per 
mit NALU to move into its new hom 
debt free. 

The current drive has brought in 
$105,000 to date, leaving $380,000 to 
go. However, if necessary, the addi- 
tional money needed can be obtained 
through a mortgage, though Treasurer 
Louis J. Grayson, Travelers, Washing- 
ton, D.C., emphasized in his report 
that it would be highly desirable t 
avoid the added load that a mortgage 
would place on NALU finances. A 
20-year amortization mortgage would 
mean that NALU would have to pay 
back about twice the amount of the 
mortgage. 

Reporting for the building committee 
chairman, A. W. Defenderfer, John 
Hancock, Washington, D.C., past pres- 
ident Albert C. Adams, John Hancock, 
Philadelphia, said the new building i 
proceeding on schedule and should b 
ready for occupancy by Aug. 1. 

An important change in the by- 
laws was adopted by the nation‘ 
council to change the nominating pro 
cedure. Instead of being limited to 
nine trustee candidates, the nominat- 
ing committee will be allowed t 
nominate as many trustee candidates 
as it likes, as long as the slate has # 
least one candidate for each truste 
vacancy. 

The effect will be to avoid the fre 
quently embarrassing situation ™ 
which all but one of the trustee candi 
dates are elected and the election be 
comes, in effect, an unpopularity con 
test. This situation has deterred many 
good candidates from permitting thell 
names to be put forward. The plans 
to have much larger slates than in the 
past. 

Further coverage of the midyeal 
meeting will appear in next week's 
issue. 
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Agents Exaggerate 
Farnings: Further 
Study Impractical 


(CONTINUED FROM PAGE 1) 
of the replies, certain information as 
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“Gunn — to first-year and renewal earnings 
Oo ass “ ad was checked back with the companies. 
: em, Clatiog “Mr. Salinger worked with the Roper 








le in preparing the questionnaire 
id he had » Se eery effort was made to get com- 
board of tny pletely accurate replies. Ostensibly, th 
mesene: acticy purpose of the survey was to estab- 
eer: jish the standing in their community 
scheduleg@ of the life insurance agents and the 
extent of their activity in civic and 
community affairs, and the questions 
on earnings were most specific as to 
what part of the agent’s income was 
from his own company and what came 
from general insurance and other 
sources. 

After the check-back, the Roper 
organizaiton reluctantly § advised 
against a full-scale national survey 
because more than 50% of those inter- 
viewed had exaggerated their earnings 
fom their own companies by more 
than 20%—several by 300%, accord- 
ing to Mr. Salinger. 

“Your committee had been warned 
for several years,” he said “that life 
insurance agents would not furnish 
accurate answers to questions about 
their earnings, but we believed this 
would not be the case. Unfortunately, 
we now agree with Roper that it is 
not feasible to have a nationwide sur- 
vey made. 


Much Time Spent 


“We feel that it must be stressed 
that the survey was launched and fi- 
nanced at the cost of much time and 
effort not only of the committee, but 
also of the cooperating companies 
which were most generous in giving 
their time—and I speak of the time 
of their top executives. The failure 
of the survey is due entirely to the 
inaccuracies of the field men them- 
selves, 

‘It is not within the province of 
your committee to criticize the meth- 
ods used by Roper, nor the extent of 
the sampling. We were interested and 
anxious to do the whole job, and their 
frankness and honesty in advising 
against it are to be applauded. There 
may be a way to conduct an accurate 
study but this committee feels it has 
done all that it can. The failings lie 
with the agents themselves and we 
hope the widest publicity will be given 
to this report.” 

Of the executives whose companies 
shared the cost of the pilot study 
with NALU, Mr. Salinger said: 

“I want to stress the fact that it 
took time and effort to acquaint these 
gentlemen with our purpose, and I 
think their understanding and coop- 
eration should be recognized and 
acknowledged by every field man. I 
list them here in the order in which 
they joined with us: 

H. Bruce Palmer, president Mutual 
Benefit Life; William P. Worthing- 
ton, president Home Life of New York; 
Dudley Dowell, executive vice-presi- 
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dent New York Life; Joseph N. Bees- 
ley, senior vice-president Equitable 
Society; Roger Hull, president Mutual 
of New York; Richard E. Pille, presi- 
dent Security Mutual Life of Bing- 
hamton; Frederic M. Peirce, president 
General American Life; O. Kelley 
Anderson, president New England Life, 
and Thomas A. Bradshaw, president 
Provident Mutual Life. 


Asks Rejection Of Bills 
For Liberalizing NSLI 


(CONTINUED FROM PAGE 2) 

had been taken in the past by other 
congressional groups, which the state- 
ment reported in detail. 

The statement went on to say, “We 
note that some of the bills now be- 
fore you, unlike those which you have 
previously considered, would require 
the new NSLI policyholders them- 
selves to bear the substantial ad- 
ministrative costs of the revived pro- 
gram rather than have these costs 
paid out of general revenue—i.e., out 
of the taxpayers’ pockets. This, of 
course, would eliminate a very import- 
ant element of government subsidy 
and unfair competitive advantage that 
the original NSLI program has always 
enjoyed. 

“However, we want to make it 
abundantly clear that the removal of 
this particular subsidy does not in any 
way lessen our opposition to a revival 
of the NSLI program. The program 
would still in effect be subsidized, or 
at least have a decidedly unfair compe- 
titive edge over the private insurance 
industry, for several reasons including, 
most notably, the fact that the govern- 
ment program would not be subject to 
federal, state or local taxation. In the 
case of private life insurance these 
taxes in the aggregate absorb at least 
$6 of every $100 of premiums paid by 
our policyholders.” 

The statement also. contained 
NALU’s position on other proposed 
laws before the subcommittee, includ- 
ing the following: 

—Proposals to consider United 
States Government Life Insurance 
paid-up at age 65. NALU opposed 
these, saying that such a _ scheme 
would give USGLI policyholders some- 
thing for which they had not paid at 
the expense of the general taxpayer, 
that it would result in discrimination 
against those USGLI policyholders 
who have already converted their 
term coverage to permanent plans, and 
such favored treatment of USGLI 
policyholders would eventually lead 
NSLI policyholders to insist later on 
being shown the same favoritism. 

—Proposals to add double indemnity 
to NSLI. NALU objected to these bills 
because double indemnity, provided at 
no extra charge, would not be con- 
sistent with sound insurance princi- 
ples and practice, and a double in- 
demnity feature for which NSLI poli- 
cyholders would be willing to pay can 
be obtained at a modest rate from 
private insurance companies. 

—Proposals to permit conversion of 
certain NSLI policies to “modified” 
life plans. The bills in question would 
have the general purpose of permitting 
one or more classes of NSLI policy- 
holders to convert to ordinary life 
policies under a plan whereby the 
amount of coverage would be reduced 
by one-half at age 65 with the pre- 
mium remaining unchanged. How- 
ever, any policyholder would have the 
option to elect, prior to age 65, to buy 
additional coverage, effective at age 
65, without physical examination and 
at a rate based on attained age. 

As for the latter bills, NALU said 





it had no objection to them in princi- 
ple, but suggested that only term 
policyholders be allowed to convert to 
the modified ordinary plans. 

The statement said, “To permit the 
owners of permanent forms of NSLI 
to convert to the lower-premium modi- 
fied plans would tend to result in ad- 
verse selection against the NSLI pro- 
gram.” 

Another adverse selection feature 
present in the bills is that since they 
would permit purchase of additional 
coverage at age 65 without physical 
examination, policyholders with seri- 
ous health impairments would prob- 
ably be more likely than healthy poli- 
cyholders to take advantage of the 
option, NALU said. 


Schriver Calls For 
High-Level Parley 


(CONTINUED FROM PAGE 1) 
agency system, the field man’s service 
is the indispensable ingredient in the 
operation of our enterprise. He does 
not show up in your balance state- 
ment, but, believe me, your field forces 
are your greatest asset.” 

Mr. Schriver sees the next decade 
as being one in which a tremendous 
expansion of life insurance products 
and services will take place. But he 
cautioned that “the quality and na- 
ture of that service will depend upon 
a more complete synchronizing of our 
total ideals and purposes.” 

In analyzing the “volume of discord 
and the degree of dissatisfaction which 
has been manifest in our business,” 
Mr. Schriver noted that prevalent 
criticisms are due to (1) a lack of 
understanding in the signs of the times, 
(2) natural resistance to any change of 
mores and habit patterns, and (3) to 
the fact that “infinite wisdom has 
often been lacking in our feverish 
struggle to be first or second or sixth 
or tenth or at least ahead of someone 
else, and in the struggle we have lost 
our eternal sense of values.” 

The greatest source of current field- 
home office discord, said Mr. Schriver, 
is jumbo group. 

“Many company officers insist that 
unlimited group is not a deterrent to 
the sale of ordinary,” he said. “In fact, 
some company officers contend that it 
is an aid.” 

As against this point of view, Mr. 
Schriver cited instance after instance 
where field men report long-term sales 
efforts to place ordinary being stymied 
by introduction of group coverage. 

“Who is right?” he asked. There is 
indeed a confusion of tongues. Don’t 
you think it’s time we found out the 
truth? 


ALC, LIA Protest Reopening 
Vets Eligibility For NSLI 


(CONTINUED FROM PAGE 2) 
justification for providing govern- 
ment insurance to able-bodied veter- 
ans. 

In our opinion, such an = action 
would constitute unjustifiable com- 
petition with private enterprise by 
the federal government. Nor do we 
find any justification for enhancing 
NSLI coverage by the addition of new 
benefits such as the proposed double 
indemnity benefits. Such accident 
coverage is readily available from 
private companies at reasonable rates. 

“The life insurance companies can 
provide better service but cannot and 
should not be required to compete 
with government insurance which is 
subsidized or which is alternatively 
relieved by legislative enactment of 
the usual and necessary costs which 
private companies must bear,” the 
statement said. 
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Administration Has 
No Program For 


More OASI Benefits 


(CONTINUED FROM PAGE 1) 
income the amount of money that each 
voluntary participant would contrib- 
ute to the cost of an insurance policy.” 

He also said that state contribution 
to make up the difference is being 


explored. The administration has 
reached no conclusion as to how to 
deal with such basic issues, Mr. 
Flemming said. He suggested that 


states be authorized to contract with 
private insurance companies. 

He recommended removal of the 
50-year limitation on disability bene- 
fits eligibility for about 250,000 peo- 
ple immediately with additional bene- 
fits of $200 million 1961, increasing to 
over $600 million a year. 
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“If you can persuade two people a week 
to save $5.00 a week, 
you can earn $15,000 a year.”’ 
—Chas. E. Becker 


An agent cannot long travel at a faster gait than the company he represents 
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CHAS, E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 188% 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over Three Billion Six Hundred Million Dollars of Insurance in Force 
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